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Henry W. Ives & Company 


INCORPORATED 1910 
75 FULTON ST., NEW YORK 
UNDERWRITING MANAGERS for 
THE UNITED STATES and CANADA 
FOR 

RAIN INSURANCE 
“Inland Lloyds” of New York 
Cash Deposits in New York State 

$415,050.50 


Duly organized, approved and licensed by the Insur- 
ance Department of New York. 


ALL FORMS OF INSURANCE ACCEPTED 
EXCESS COMPENSATION 
CASUALTY COVERS 


Security Mutual Casualty Co. 
OF CHICAGO 


Assets $6,800,000 
Surplus $2,210,000 


Surplus and Reserve $6,200,000 
STRONGEST CASUALTY COMPANY IN AMERICA 
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55 OPPORTUNITIES 


For the beginning of our 1924 
program, we are offering fifty- 
five unusual opportunities. 








In fifty-five cities having over 10,000 population, we are 
going to appoint representatives. They will be men who have 
‘‘made good”’ in this or other lines, but who realize the advan- 
tages of this offer. They will be men who are bound to succeed. 


To such men we offer exclusive agencies in the following cities: 
PENNSYLVANIA MICHIGAN OHIO WISCONSIN ILLINOIS 
Chester Detroit Akron Kenosha Decatur 
Easton Grand Rapids Canton LaCrosse East St. Louis 
Erie Jackson Cincinnati Madison Moline 
Harrisburg Kalamazoo Cleveland Oshkosh Rockford 
Hazleton Lansing Columbus Racine Springfield 
McKeesport Muskegon Dayton Sheboygan ‘ 
Reading Pontiac Springfield Superior —— 
Wilkes-Barre Saginaw Youngstown Concord 
York Manchester 

INDIANA TENNESSEE KANSAS 

Anderson Chattanooga Kansas City 

East Chicago Memphis Topeka 

Evansville Nashville Wichita 

Indianapolis CALIFORNIA 

Muncie Fresno 

South Bend Sacramento 


Terre Haute San Francisco 
COMMUNICATE AT ONCE WITH THE HOME OFFICE 
FOR PARTICULARS 


INTER-STATE 
BUSINESS MEN’S ACCIDENT ASSO. 


The Oldest Organization of its Kind in America 


Brown Hotel Building, | DES MOINES, IOWA 


ERNEST W. BROWN, Sec’y-Treas. 
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THE MUTUAL LIFE 


The Mutual Life Insurance Company of 
New York has a record of EIGHTY YEARS 
of prosperous and successful business. It has 
passed through panics, pestilence and wars 
unharmed, and to-day, as a result of eight 
decades of endeavor, offers financial strength, 
reputation, magnitude, leadership, and _ life 
insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Co. 


of New York 


34 Nassau Street New York 


On the one hand--- 


there’s the life agent whose initial equipment consists 
of the proverbial “‘rate-book, set of supplies, and a 
God-bless-you.”’ 


RTE RESIN TS TR RGN Nis 


Then there’s the Peoria Life man. He is first - 


given a thorough course of instruction in Insurance 
and the theory and practice of Salesmanship. 
Then he has policy contracts that embody every 
attractive feature of modern life insurance. He re- 
ceives a liberal commission on the business he 
writes. An experienced Home Office representa- 
tive gives him personal training and help—not only 
at the outset, but continuously and at frequent 
intervals thereafter. He knows that he is working 
with one of the country’s most progressive and 
rapidly growing legal reserve companies, and that 
the many desirable openings created by its constant 
expansion are filled from its own agency ranks. 


Is it surprising that Peoria Life men are 
happy and successful? 


Peoria Life Insurance Company 
PEORIA, ILLINOIS 




















PHILADELPHIA LIFE 
INSURANCE COMPANY 


Home Office Building 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 


President 
CLIFTON MALONEY 


Only high-type men and women can ob- 
tain contract to represent this company. 


For salesmen and saleswomen of such type 
we have an interesting contract to offer, 
backed by real co-operation. 


JACKSON MALONEY 
Vice-President 


A. MOSELEY HOPKINS 
Manager of Agencies 











A Big Boom in Business 


New business written during recent months 
is DOUBLE the same period of last year. 


A POPULAR POLICY that gets the at- 
tention of the insurance buying public 


AND 


BIG COMMISSIONS that make it worth- 
while to the salesman are the reasons for 


the increase. 


Specimen Rate 


Age 35—$16.30 per $1,000. 
Important districts open in Western Michi- 
gan, Northeastern and Eastern Indiana, 
Portions of Missouri and Kansas. 


National Life Association 


Des Moines Iowa 








Y. Entered as second-class matter June 28, 1379, 


Tue Srecrator is published every Thursday by The Spectator Company, at 135 William Street, New York, N. 
at the Postoffice, New York, N. Y., under the act of March 8, 1879, THE Spectator, Volume CXII, Number IV, January 24, 1924; $4.00 per annum. 
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DOPTION of the Union scale of commis- 
sions in the West seems likely to result 
from the conference called by the fire in- 
surance committee of the National Con- 
vention of Insurance Commissioners. The 
adjourned sessions of these conferences 
met in Chicago, Monday and Tuesday and, 
following a dramatic series of events, the 

commissioners announced that they would favor a general 

adoption of the Union scale. Charles E. Sheldon, Western man- 
ager of the American of Newark, walked out of the conference 
when he found it impossible to longer stem the tide against the 

Bureau scale. 

After a considerable amount of discussion Commissioner Dun- 
ham called a conference committee to go into session at once. 
This was composed of Mr. Dunham, Bruce Bullion (Ark.), 
George Wells (Minnesota), representing the commissioners ; 
John C. Harding and John M. Thomas representing the Union; 
Chas. H. Yunker and Chas. E. Sheldon representing the 
Bureau; Frank R. Bell and T. C. Moffatt representing the 
agents, and Howard Archer representing the unaffiliated in- 
terests. 
















The first committee was in session for a considerable time 
and at six o’clock the door opened and Mr. Sheldon walked out 
and told those who were waiting that the committee wanted the 
Bureau to adopt Union rates of commission, and that the Bureau 
Was prepared to meet any crisis rather than do this. He then 
put on his hat and walked out. The commissioners then went 













LIKELY TO ADOPT UNION COMMISSIONS 


Commissioners Conference at Chicago Results in Defeat 
for Bureau Seale 


[By A STAFF CORRESPONDENT ] 


into conference, and afterward, when asked if they had come to 
any decision, replied in the negative, but stated that they were 
holding a conference themselves the next day. 

Almost every phase of the separation and uniform commis- 
sion question as affecting the Western Union, the Bureau, the 
agents and the insurance commissioners came up for animated 
discussion during the early part of this week. Activities began 
on Monday morning when the conference of representatives of 
the State associations of local agents in Western territory, 
which had been called by E. F. Abernathy, president of the In- 
diana association, met and endorsed the steps taken by the Na- 
tional Association of Insurance 
Mr. Abernathy was elected chairman of the 


Agents in seeking a solution 
of the situation. 
conference and Shirley Moisant, secretary of the Illinois or- 
ganization, was made secretary. 

The position of the agents and their views on the questien 
were detailed by Frank R. Bell, president of the National Asso- 
ciation; Thomas C. Moffatt, chairman of its executive commit- 
tee: E. M. Allen of Helena, Ark., a former president, and 
others. A roll call revealed the fact that eleven States were 
represented and, as various men answered to their names, each 
stated the opinions of the group for which he acted as spokes- 
man. All approved the efforts so far made by the National 
Association and pledged continued support of any methods that 
organization might suggest in the future. The evils of multiple 
agencies came in for consideration as well as the problem of 
supporting qualification laws and local board rules. The ma- 
jority of the speakers appeared to favor uniform commissions. 
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RESOLUTION 
gathering was finally put 


AGENTs ADOPT 


The consolidated sentiment of the 
into the form of a resolution which was presented by C. F. Hil- 
dreth of Freeport, Ill., and which was unanimously adopted by 
those attending. The text of the resolution is as follows: 

“Resolved, That this meeting has full confidence in the wis- 
dom of the officers of the National Association in the handling 
of the complications now confronting the fire insurance business 
in Western Union territory and places its interests unreservedly 
in their hands and pledges its full support to their action.” 

Union AND BurREAU LUNCHEON 

Prior to the afternoon session of the sub-committee of the 
fire insurance committee of the National Convention of Insur- 
ance Commissioners, the governing body of the \Western Union 
invited the executive committee of the Western Insurance 
Bureau to be its guests at luncheon. The invitation was ac- 
cepted but, although there was a free and open discussion of 
the difficulties existing between the two factions, no progress 
was made at reaching a settlement. Opinions were expressed 
on the entry of the insurance commissioners into the question 
and there appeared to be a well-defined feeling that the insur- 
ance business could best be left to settle its own problems 
without outside interference from public officials. 


CoMMISSIONERS’ SuB-CoMMITTEE MEETS 

The continued hearing of the Commissioners, meeting in con- 
nection with the dispute between the Bureau and the Union, 
commenced at 2 o’clock, in Room 209 of the La Salle Hotel. It 
soon became evident that the space allotted to the meeting was 
by far too small for a gathering of such importance, and an 
adjournment was made to the auditorium of the Chicago Board 
of Underwriters in the Insurance Exchange Building. Promi- 
nent among the commissioners present were the following: 

Howard P. Dunham of Connecticut, W. R. Baker of Kansas, 
W. N. Vancamp of So. Dakota, Thos. McMurray of Indiana. 
Two other prominent figures were those of Joseph Button and 
Ben C. Hyde. Walter Bennett, secretary of the National Asso- 
ciation of Insurance Agents, was also 
B. H. Lowenthal, Nashville, chairman of the 
mittee, and Miss Jean Hindman, secretary of the State 
Association of Nashville. 


present, in addition to C. 
Conference Com- 
Agents 


COMMISSIONER DUNHAM’s VIEWS 
Commissioner Dunham, in opening the meeting, stated that 
a great deal of propaganda had gone the rounds in connection 
with the recent New York session. Concerning this, he stated 
that there certainly were speakers at that gathering who had 


passed remarks which might cause 


4 


a whirlwind later on, but, 
in general, the statements then made proved the leaders to he 
men of considerable ability. Continuing, the speaker said: 

The conference in New York helped clear the air, but it was 
simply a preliminary to the present business. Our part in the 
program is modest and, as a result of any decisions made, we 
are not prepared nor do we intend to administer legislation on 
minor details. 


EXCEPTED CITIES REPRESENTED 


Harry R. Manchester, of Cleveland, Ohio, speaking as a rep- 


reseitative of one of the excepted cities during the course of 
a somewhat lengthy discussion, stated that there was undoubt- 
edly much room for improvement ; that is, as connected with 
affairs as they at present stand. He pointed out that under 
present conditions there are a number of agencies getting nu- 
merous allowances in the form of such things as office rent, 
telephone charges, additional help charges and such like, which 
were really increased commission under another name and do 
not appear in the commission account. Considerable amuse- 
ment was caused by a question put by one of the commissioners 
and this brought an answer to the effect that upon the meet- 
ing of the agent and the special agent the first item on the pro- 
‘ram was an invitation to lunch. The speaker made it ap- 
parent that he believed the meeting in New York, having been 
arranged at a minute’s notice, so to speak, had not permitted the 
compilation of certain data which were necesary to a settle- 
ment of the controversy; also that the adjourned meeting now 


being held was also too early for such evidence. 


s’ CLUB 
indoubtedly 


Opinions oF LocAL AGEN’ 
Another speaker, whose remarks 1 impressed the 
commissioners, Naghten, who spoke on behalf of the 
Local Agents’ Club of Chicago. Mr. Naghten stated that 


this organization worked upon a commission basis only and that 


was John 


there was no desire to conceal the fact that they considered the 
are much 


1] 


commission, as it stood, small, because expenses 


larger than they were and prices of all commodities are gen- 
erally higher; the only thing which has declined in price is in- 
surance, in spite of the increase in expenses. In Mr. Naghten’s 
opinion, the dispute was one that could be settled by the compa- 

“to send the com- 


nies themselves. “Is it not better,” he asked, 


panies home and tell them to iron out their own difficulties?” 
The speaker continued by saying that there was some ulterior 
motive which had been brought to bear and thus originated the 
Whereupon a commissioner caused much merriment 
by saying that he hoped that Mr. Naghten was at least willing 
to say that the ulterior caine. was not on the side of the com- 
This was followed up by Mr. Naghten’s statement 
he would favor a separation. 

Naghten suggested that 


meeting. 


missioners. 
that if he were a commissioner 
During the course of his remarks 
at the present time there are a number of things jeopardizing 
insurance is concerned, and that 


1 


the public interest, as far 
the companies are selling a vast amount of coverage and then 
passing it through London Lloyds. This practice has brought 
t London Lloyds themselves are get- 


his opinion. 


things to such a state th: 
tine frightened. Mr. Naghten was asked if, in 
with the exception ot 


every company should accept every risk, 
He replied in 


those refused upon the basis of moral hazard. 
the negative. 
Mr. Hemingway, of St. Louis, was another 


eave some interesting facts regarding the engineering side ot 


speaker who 


Milwaukee, whose name 
stipulated that as far as Milwaukee was 
willing to rest their opinion 
The chief features of 
Sheldon 
both 


the business. A representative from 
was not mentioned, 
were perfectly 
Manchester 
the gathering on Tuesday were the address of Chas. E. 


concerned they 
with that given by Mr. 
and the discussion of commissions and their payment, 


subjects being fully examined before adjournment. 
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“PARTURIUNT 
N an 


Searchlight on 


MONTES—” 
entitled “Turning the 


Life 


article 
Insurance,” the 
Dearborn Independent of January 19, 
1924, launches an unprincipled attack on 
the great institution ‘of life insurance. 
The author 


Nash, has attempted to inject the poison 


of the effusion, one J. V. 


of sensationalism into his outpourings, 
but, lacking sanity of viewpoint and ap- 
the effects of his 


parently careless of 


prejudice, has merely achieved an un- 


pleasant rumbling which will fall silent as 


suddenly as y was heard. Horace 
quipped of old, Parturiunt 
cetur ridiculus mus!—“The mountains 


are in 


ah eae a . 
nontes, nas- 


labor: a ridiculous mouse is 


born!” 


The burden of the swan-song sung by 
the Dearborn Independent in the article 


referred to is that the life insurance com- 


panies are gathering untold millions of 
dollars to enrich themselves at the ex- 


poor who must scrape and 
toil to obtain money to pay the premiums. 
Surely a harrowing situation! In sup- 
porting the Mr. Ford’s 


the Insurance Year 


pense of the 


unsupportable, 
journal quotes from 
Book, published by Tre Specrator 


Company, 


4 


to show the vast sums which 


life insurance companies have wrung 


trom a suffering humanity. At another 
point it states: 


The hypocrisy of the insurance company’s 
solicitude for the widows and orphans is re- 
vealed by the fact that it will not insure you if 


its 


medical examination shows that there is any 
ihood of your dying, so that those 
who are in most danger of leaving widows and 


great like] 


phans unprovided for are precisely the ones 
tliat the insurance companies are most anxious 
{ leave to their fate. 

\ casual glance at the true functions of 
life insurance would have been sufficient 
to reveal the fallacy of such an argument. 
Many life insurance companies today 
write sub-standard risks and are anxious 
that the persons to whom such 
apply 


Onan e ’ ls 
tection thus offered. 


policies 
shall avail themselves of the pro- 
ven if this were 

Independent 
aware of the fact that all of the many 


not so, is the Dearborn 


lults who become physically impaired 


after birth had an equal opportunity to 
they were 


take out life insurance while 


yet well and strong? It is to guard 
inst just such impairment that the dis- 


into the 





y clause was introduced 
modern life insurance contract together 
1 other 


advantages, including endow- 


ment insurance, inheritance tax insurance, 
educational insurance and the double in- 
demnity provision. 

of the 


receive 


cause 
they 
from lapses. the author of the article loses 
rom lapses, the author of the articie loses 
of effort, 


acre 1. " meee on 
Scoring the companies be 


sums which, it is alleged, 
sight of the immense amount 
time and 
to 


ance official 


money spent by them in trying 


prevent lapsation. Every life insur- 


worthy of the name recog- 
nizes the pitfall which lapsation consti- 
tutes. Far from urging policyholders to 


apse their contracts (as would be the 
logical thiag to do if the companies really 
gained thereby) life companies are now 
devoting a major portion of their atten- 


tion toward finding a way to check this 
beneficiary, 


is not left 


evil and see that the needy 
through carelessness or neglect, 
destitute. After challenging the motives 
f life 


1 rT) x See 
the //earvorn 


insurance companies in general, 


Independent cites the de- 


velopment of business life insurance and 


in effect, that large individual poli- 


says, 


cies constitute a drain on the army of 


smaller policyholders. Here again our 


contemporary is inerror. Policies aggre- 


cating great amounts are not written by 


several com- 


ne company, but by 
that the 
‘isk is distributed. 


burden of carrying the 


panies, so 
Moreover, the holder 
of such a policy pays a proportionately 
larger total of 
to receive the protection of life insurance 


In the event 


premiums and is entitled 


in exchange for his outlay. 
the lives of hundreds may be 
at the death of the 
r, only the immediate 
A very little 


of his death, 
affected, 
average policyholde 
dependents feel the loss. 


5 


whereas, 


intelligent research on the part of this J. 
V. Nash and simply ordinary editorial 
care on the part of the Dearborn Inde- 
pendent, which should have known better, 
would have forestalled the appearance of 
an article that must necessarily prove to 
be a boomerang. 





RECESSION of nearly $22,000,- 

ooo from the amount of the fire 
loss in 1922 was recorded for the year 
1923 in the United States and Canada, 
according to The Journal of Commerce. 
This is something to be thankful for, 
even though the loss last year was in ex- 
cess of $389,000,000—the largest aggre- 
gate for any one year (except 1922) 
since the year of the San Francisco con- 
flagration, when the total was $459,710,- 
000, or only $49,000,000 more than in 
the Ba 
flagration (1904) was the first in which 
the property loss by fire, as given by 
The Journal of Commerce, exceeded 
$200,000,000, but in only two of the sub- 
sequent years (1905 and 1915) has the 
loss fallen below that sum, while in the 
last two years the average has been over 
$400,000,000 per annum. The advance 
in the annual loss has been so great and 
so continuous that some may feel discour- 
agement as to the effectiveness of the 
vast amount of fire prevention work 
which has been and is being done. How- 
there is some consolation in the 
thought that if such preventive work 
had not been done, the property loss 
might have been much heavier. 


1922. The year of Itimore ccn- 


ever, 


Holds Agency Meeting 

The Old Line Life Insurance Company of 
America, Milwaukee, held an- agency rally on 
January 12, at the Hotel Wisconsin. About 
200 agents were present. W. E. Bilheimer of 
St. Louis was the principal speaker, and gave 
an interesting talk on the benefits of life in- 
Rupert F. Fry, prestdent, discussed 
generally the progress of the company. Jno. 

Reilly, secretary, spoke on the efficiency in 
office detail. 


surance. 


Thomas A. Edison, Inc., is campaigning 
advertisingly to place the Ediphone in the main 
and branch offices of every insurance company 
in the country. Fifty-eight companies and 
associations prominent in the insurance busi- 
ness are already Ediphoning over 10,000,000 
letters a year. These concerns are listed in 
the Edison advertisement appearing in this 
issue of THe SpecTrator as an example of the 
present widespread and contagious use of the 
Ediphone as an economical instrument for 
simplifying and perfecting as well as speeding 
up the output of daily correspondence. 
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When Death of Master Mind 
Strains Credit be 










Bm N the development of a business there must be the long look ahead, often Be 
| with commitments that take months, even years, to work out to fruition. iit 

2 It is not as if in forming policies and making commitments the presiding held 
genius could put the concern which he directs on the right track and say, ‘““Now pa 
I have given it a good start. It has nothing to do but follow the track.’’ There who 
is too much of experiment in all business for that; many adjustments have to be had 
made along the way to unexpected circumstances. red 
office 

But if the master mind is suddenly taken away, if the directing head dies, partn 
what is likely to be the result? Unless he has trained someone—preferably a man nn 
of as great capacity as himself—to take charge, the concern is likely to become delph: 
crippled. suran 
velope 


Here enters that great principle of insurance which modern man has devel- 
oped till it has become one of the most striking of the economic wonders of the 
present generation. The vast insurance reservoirs can be employed by this 
concern to indemnify itself against the death of the master mind or of all the 
men who are building up the concern and whose initiative, far-sightedness, 
imagination, nerve and judgment are depended upon to make a sound business a 
structure. 


Why should not a business take advantage of this modern insurance reservoir 
for its protection? Is it strange that the question of life insurance for the protec- 
tion of the business frequently arises in business statements given as a basis of 
credit? . 


Credit men are all the while studying margins of safety. They want these 
margins to be ample for the severest strains that may be imposed. It is the peak 
of the load that interests both of them, and whatever within reason can be done Presi 
to prepare for the comfortable carrying of the peak load, they are ready to urge. 





Hartfo 
ao, ‘i 5 . ‘ ager of 
Life insurance for the benefit of the business helps the concern to prepare wie 

against that peak strain on credit which comes when the concern’s master mind years a 
: 0 

is snatched away. sana 
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The Prudential Agency. 

Insurance Company of America only ag 
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NEW YORK INDEMNITY 


Election of E. M. Linville to Presi- 
dency a Merited Promotion 


RECORD OF THE YEAR 


Has Capital of $1,000,000 and Surplus of 
$1,500,000—Company Joins National 
Bureau of Casualty and Surety 
Underwriters 
At a special meeting of the board of direc- 
tors of the National Surety Company and the 
New York 
held last week and which was then recorded in 


Indemnity Company, which was 
M. Linville was elected presi- 
A. St. John, 
Linville has 


these pages, [*. 
dent of the latter to succeed EF. 
Mr. 


had twenty-live years’ experience in the cas- 


who became vice-chairman. 


ualty business, commencing with the Lcendon 
Guarantee and Accident Company in its head 
ofice in Chicago in the claim and legal de 
partment, afterwards becoming a commissioned 
He left that 1909, 
while acting as assistant manager oi the Phila 
delphia office, to go with the Travelers In- 
surance Company as an underwriter and de- 
veloper of special agents at the home office in 


special agent. company in 





E. M. LINvILLE 
es ote 5 7 
President, New York Indemnity Company 


Hartford, afterwards becoming assistant man- 
ager of the New England branch in Massachu- 
‘tts. Mr. Linville came to New York twelve 
years ago as superintendent of agencies of the 
Ocean Accident and Guarantee Cor poration, 
where he developed the company in a large 
number of States, afterwards becoming its 
Superintendent of underwriting. 

The New York Indemnity Company was or- 
ganized in February, 1922, and Mr. St. John 
Was made president at that time. The only 
business written during 1922 was burglary and 
plate glass business, produced by the Kenny 
Agency, Inc., of New York city. This was the 
only agency the company had up until lebru- 


ary, 1923. The produced by the 


business 


Kenny Agency, Inc., in 1922 in burglary and 
Plate glass amounted to $377,920. The com- 
Pany commenced writing all lines of casualty 
surance on March 15, 1923, and produced over 


three million dollars in premiums for the re- 
In addition 
to this remarkable showing, a complete and 


maining nine months of the year. 


efficient home office organization was built up, 
besides the establishment of branch claims and 
inspection departments in the principal cities 
in the United States. 
solicitation of business were also established in 
Detroit, San In ad- 
dition to this, service offices were opened in 


Branch offices for the 
Francisco and Louisville 


\tlanta, San Francisco, Chicago, Newark and 
Boston, for the purpose of genera! supervision, 
with resident supervisors in charge. 

The New York 


affiliated with and controlled by the 


Indemnity Company is 
National 
Surety Company, and has a capital of $1,000,- 
oco and a surplus of $1,500,000. It has just 
heen made a member of the National Bureau of 
Casualty and Surety Underwriters, as of Janu- 
The New York In- 


demnity in remaining out of the Bureau up 


ary 15. action of the 
to the present was not because it was out of 
Bureau, 
how the 
working and if 


sympathy with the purposes of the 


Lut was due to its desire to see 


acquisition cost rules were 


they would be observed by all companies. 


MARYLAND CASUALTY LETTER 
CONTEST 
Five Prizes to Be Offered for Best Business 


Correspondence 
I’, Highlands Burns, president of the Mary- 
land Casualty Company, has offered five prizes, 
ranging from $100 down to $10, for the best 
hona-fide company letters written in the regu- 
business first six 


lar course of during the 


months of 1924. The terms of the contest are 
as follows: 


The letters must be on some phase of the 
company’s business, and must be written and 
mailed or delivered in the regular course of 
the company’s correspondence. They must, of 
course, be bona-fide company letters. 

All correspondents (that is, all persons 
engaged in writing letters for the company on 
its regular business) in the home office, branch 
offices, claim divisions and agency offices are 
eligible for the prizes. No person is eligible 
for more than one prize. 

The contest will close June 30, 1924. Awards 
will be announced thereafter as soon as possible. 

All letters submitted must be letters written 
in the six months’ contest period. 

Two typewritten copies (unsigned) of each 
letter entered for consideration must be sent 
to the contest editor. The writer’s name and 
address, enclosed in a sealed envelope. must be 
attached to the letter. Copies of letters must 
not bear the signature, initials or titles of the 
authors, or any indication of authorship. Letters 
may be written on the stationery of the com- 
pany. 

The letters submitted will be judged by a 
committee of three appointed by President 
Burns. 

The letters submitted will be judged by all 
the principles of good letter writing as given 
in the company’s bulletins on correspondence. 
These bulletins have already been sent to you. 

The letters may be sent any time during the 
half year and must he addressed to the contest 
editor, publicitv division. Maryland Casualty 
Company, Baltimore, Md. 





The United States National Life and Casualty 
Company has been admitted to do business in the States 
of Massachusetts and South Carolina, 
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MAKES PROMOTIONS 


H. P. Stellwagen and M. Acker Be- 
come Managers 


NATIONAL BUREAU ANNOUNCEMENT 


Both Men Have Served Organization for 
Some Time 


Jesse S. Phillips, general manager of the 
National Bureau of Casualty and Surety 
Underwriters, has announced the promotion of 
H. P. Stellwagen to the position of assistant 
manager of the automobile department and of 
Milton Acker to a like position in the com- 
pensation and liability department. These ap- 
pointments follow recommendations by the 
governing committees of the respective depart- 
ments, which were confirmed by the executive 
committee of the Bureau. 

Mr. Stellwagen, who becomes manager of 
the automobile department, graduated from 
New York University, and after service in the 
army, followed by experience with the Ameri- 
can Telephone & Telegraph Company, entered 
the service of the Bureau in March, 1920, as 
assistant to Ambrose Ryder, who was at that 
time superintendent of the automobile depart- 
ment. Mr. Stellwagen specialized at first in 
the statistical work incidental to the establish- 
ment of automobile insurance rates, but later 
took over some of the underwriting and rating 
work of the department. Since Mr. Ryder’s 
resignation, Mr. Stellwagen has had immediate 
charge of the activities of the department, and 
in this work and in the work incidental to the 
recent revision of the automobile manual he 
has fully demonstrated his fitness for the posi- 
tion which is now conferred upon him. 

Mr. Acker, who becomes manager of the 
compensation and liability department, has been 
connected with the Bureau for a long period 
of time. He entered the employ of the Bureau 
in July, 1913, following his graduation from 
Cornell University. After serving an ap- 
prenticeship in the New York and Newark 
offices of the Bureau, he was transferred to 
Hartford, Connecticut, as manager of the Con- 
necticut Branch Office Bureau early in 1914. 
He remained in charge of this office until the 
summer of 1918, when he returned to the home 
office of the Bureau in New York as assistant 
superintendent of the inspection department. 
During the war he resigned to enter the service, 
but later returned to the Bureau as assistant in 
what was then known as the manual depart- 
ment—the department which had jurisdiction 
over underwriting, rating and rate making for 
workmen's compensation and public liability 
insurance. When the Bureau was reorganized 
in 1920, Mr. Acker in the 
compensation and liability department, in which 
capacity he continued to serve until May, 1923, 
when he was appointed acting manager of the 
Mr. Acker’s long service with the 


became assistant 


department. 
Bureau in many departments of the work, both 
in the home office and in the field, has thor- 
oughly grounded him in every technical phase 
of the lines of business within the jurisdiction 
of his department. 
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Work for something this year 
besides mere commissions and re- 
newals. Let your Surplus and 
Substandard business send you to 
Havana with the Missouri State 
Life Quarter Million Club. 


This Company writes Standard 
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Life Insurance in Force and Substandard Life insurance, 
December 31, 1923 Accident and Health insurance, 
$475,735,998 Group insurance, Group Accident 

and Sickness insurance. We pay 

New Paid For Business 1923 extra liberal first-year commissions 
$155,449,488 and guaranteed non-forfeitable 


renewals on brokerage business 
ee Oe ee a ee in territory handled by our 
increases Branch Offices. Make this the 
sreatest insurance year you ever 
had---with a big vacation at the 
end of it! 


MISSOURI STATE LIFE INSURANCE COMPANY 


HOME OFFICE SAINT LOUIS 


M. E. Singleton, President 
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New and Retired Casualty and Miscellaneous 


Insurance 


CoMPANIES LICENSED IN 1923 

American General Indemnity Corporation, 
St. Louis, Mo.—Started business in November. 
President, J. H. Wood; vice-president, J. B. 
McCutchan; secretary, John L. McNatt. 

Carolina Bonding Co., Asheville, N. C. 

Central West Casualty Co., Detroit, Mich— 
Authorized capital, $1,000,000; proposed sur- 
plus, $1,000,000. Capital paid in, $250,000. 
Company started business January 1, 1924. 

Employers Mutual Liability Corporation of 
Wausau, Wis. 

Federal Life 
D. C. 

Garfield Casualty Co., Ill.— 
Will write health and accident insurance; capi- 
tal, $100,000; surplus, $100,000; licensed in 
May. President, Frank W. Hope; vice-presi- 
dent, W. A. Pfeiffer, Sr.; treasurer, H. A. 
Kingsbury; secretary, C. M. Dunnington. 

Home Accident Insurance Co., Little Rock, 
Ark, 

Industrial 
Ore. 

Kokomo Mutual Life and Accident Insur- 
ance Co., Kokomo, Ind.—Evolved from the 
American Mutual Life and Accident Co. of 
Seymour, Ind., in April. President, W. W. 


Insurance Co., Washington, 


Washington, 


Hospital Association, Portland, 


Drinkwater; secretary and general manager, 
Willar E. Weller. 
Metropolitan Casualty Co., Independence, 


Mo—President, Mark H. Sigfried; manager 
and secretary, Marshall C. Jamison. 

Mutual Motor Insurance Co. of America, 
Inc., Chicago, Ill. 

Orange and Rockland Title and Mortgage 
Guarantee Co., Monroe, N. Y. 

Plate Glass Mutual 
Mich—July 09. 
Pennsylvania 
Huntingdon, Pa. 
Rhode Island Mutual Liability Insurance Co., 
Providence, R. I. (Workmen’s compensation.) 
Physicians Fort 
Scott, Kan. 

Triangle Automobile, Pittsburgh, Pa. 

Title Guaranty and Casualty Co. of America, 
Detroit, Mich.—March 22. 

Union Insurance Company, Charleston, W. 
Va. 
United 


Insurance Co., Detroit, 


Bituminous Casualty Co., 


Indemnity Association, 


States National Lite and Casualty 
Co., Chicago. I11.—This company was chartered 
in May, and in September took over the in- 
dustrial health and accident business of the 
National Life, U. S. A. Its capital is $300,000 
and its surplus is $150,000. Officers, president, 
Alfred M. Johnson; vice-president and general 
manager, C. H. Boyer; secretary, H. S. Bur- 
rough, 

United Automobile 
Portland, Ore. 


Indemnity Exchange, 


COMPANIES PROJECTED IN 1923 
Alamo Health and Accident Insurance Co., 
San Antonio, Tex. 
American Agents, Terre Haute, Ind.—Pro- 


( sompanies 


March for the transaction of life, 
health and accident insurance. President, J. 
Peyton; secretary, D. D. Wynkott: treasurer, 
1D). O. Griffith. 

American Empleyers Liability Insurance Co., 
Mass.—Capital, $1,000,000; 

President, Samuel Appleton; vice- 
president, H. IF. Morse; vice-president, C. H. 
Hall; B. Poor; 
i; 


\ssociated 


moted in 


Boston, surplus, 


$1,000,000. 
vice-president, A. secretary, 
Horton. 

Industries Insurance Corpora- 
tion, San Francisco, Cal.—Will write workmen’s 
compensation and liability insurance. 

Mutual Fidelity and Casualty In- 

Inaugurated by the Illinois Bank- 
President, William George; 
secretary, M. O. Graettinger. 

Bay State Casualty Co., Boston, Mass.—Will 
conduct a general casualty business. Presi- 
dent, Arthur E. Kent; secretary, C. A. Moore. 
Capital, $250,000. 

Cadillac Automobile Insurance Co., Detroit, 
\lich—Organized to assume the business of the 
Cadillac Mutual Automobile. Capital, $200,- 
surplus, $250,000. President, Eugene 
Sandhein; secretary, E. V. Deering. 

Commercial Insurance Co., Los Angeles, Cal. 


Bankers 
surance Co. 
ers Association. 


000; 


Company will write the general casualty 
company lines. The authorized capital is 
$250,000. 

Cosmopolitan Mutual Casualty Co., New 


York City—For taxicab risks. Projected by 
Nathan 
Connecticut Plate Glass Insurance Co., Tor- 


rington, Conn.—Promoters, James E. Mallette. 


Sandler. 


Ennis B. Mallette, Burnett E. Higgins. Capi- 
tal and surplus, $50,000. 

Consolidated Surety Co., Los Angeles, 
Cal—Company expected to begin business 


January 1, 1924, and to write general casualty 
lines. President, F. T. Weir; secretary, L. N. 
Raphael. Authorized capital, $1,000,000. 

Equitable Life and Casualty Co., Chicago, Ill. 

Capital, $100,000. President, J. W. Bain, 
secretary, T. M. Jones. 

Eureka Casualty Co., Los Angeles, Cal.— 
For accident and health business. Secretary, 
red A. Subith. Capital, $200,000. 

Florida Mortgage Title and Bonding Co., 
Miami, Fla.—Capital, $2,500,000. 


Furniture Mutual Insurance Co., Detroit, 
Mich. 
General Insurance Co., Seattle, Wash— 


Capital and surplus, $1,200,000. Will write in- 
surance on lumber. 

Industrial Casualty Co., Fort Worth, Tex. 

Michigan Surety Co., Lansing Mich. 

Minnesota Mutual Casualty Co., St. Paul, 
Minn.—To write workmen’s compensation in- 
surance. 

North American Reassurance Co., New York 
City—Chairman of the board of directors, 
Frederick W. Allen; president, Lawrence N. 
Cathles; general manager, E. Hurlimann. 

Ohio Motor Mutual, Cleveland, Ohio. 

Oklahoma Mutual and Indemnity Corpora- 


9 


City. Okla—Automobile in- 
surance. President, A. E. King; secretary, E. 
B. Cockrell. 

Pacific Employers Insurance Co., Los Ange- 
les, Cal.-—General liability and compensation 
lines, automobile; authorized capital, $500,000. 

Professional Insurance Corporation.—Mutual 
company to write physicians’ liability. Presi- 
dent, Dr. William A. Guilde; secretary, Dr. 
H. J. Marshall. 

Reinsurance Company of Illinois, Chicago, 
I11—Capital and surplus, $400,000. 

United Automobile Indemnity Exchange, 
Portland, Ore. 

Employers Mutual Indemnity Co., Wausau, 
Wis.—President, M. P. McCullaugh; vice- 
presidents, G. E. Foster and John Reid, Jr.; 
secretary and general manager, H. J. Magge; 
treasurer, B. F. Wilson. 

Illinois Bankers Fidelity Insurance Co., 208 
South La Salle street, Chicago, I1l—Illinois 
Bankers Association, promoters. 

Title and Mortgage Guaranty Co. of Sullivan 
County. 


tion, Oklahoma 


RETIRED IN 1923 

Merchants Life and Cas. Co., Minneapolis, 
reinsured by Travelers Equitable Ins. Co., 
Minneapolis, June 16, 1923. 

Michigan Auto Ins. Co., Grand Rapids, taken 
over by Central West Cas. Co. of Detroit, Oct. 
31, 1923. 

Niagara Life, Buffalo, liquidated by New 
York Insurance department; Metropolitan 
Life reinsured its business. 

Automobile Insurance Exchange, Detroit, re- 
insured. 

Bankers Casualty Co., Minneapolis, receiver- 
ship; reinsured with Travelers Equitable in 
January. 

Employers Mut. Indemnity of Phoenix, 
Ariz., reinsured in Standard Accident Ins. Co. 

Excelsior Acc. Insurance Co., retired, W. Va. 

Pioneer Mutual Casualty Co., Peoria, IIl., 
receiver appointed. 

Texas Casualty Co., retired, Austin. 

American Hail, Hutchinson, Kansas, liquidat- 
ing. , 

American Live Stock Insurance Co., Omaha, 
Neb., voluntary liquidation. 

Automobile Ins. Exchange, Philadelphia, Pa., 
reinsured in Keystone Indemnity Exchange. 

United States M’frs Recip. Indemnity Ex- 
change and the Boot and Shoe Reciprocal Ex- 
change, both of Kansas City, Mo., reinsured 
by the Reciprocal Exchange, Kansas City, 
Mo. 

Cadillac Mutual Automobile Insurance Co., 
Cleveland, receivership; later reinsured by the 
Casualty Association of America, Detroit. 


Des Moines Reinsurance reinsured with 
Inter-ocean Reinsurance Co. 
Employers Mutual Indemnity, Phoenix, 


Ariz., retired. 
Farmers and Breeders Live Stock, Danville, 
Ill., receivership. 
Home Mutual Hail, 
ceased business. 
Home Mutual Live Stock, Indianapolis, re- 
ceiver appointed. 
Manufacturers 


Fort Worth, Texas, 


Indemnity Exchange, San 
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ELECT VICE=-PRESIDENTS 


Three Field Men Honored by U. S. 
National Life and Casualty 


T. W. LEONARD COMES TO NEW YORK 


J. J. Krist Made Eastern Manager with 
Headquarters at Baltimore, L. B. Hoge 
Becomes Pacific Coast Manager 
C. H. Boyer, vice-president and general man- 
ager of the United States National Life and 
Casualty Company of Chicago, has announced 
the election of three new vice-presidents, all 
selected from the field force. LB: 
Hoge, Pacific Coast manager of the company, 
Francisco; T. W. 


These are: 


with headquarters at San 
Leonard, manager at Pittsburgh, and J. J. Krist, 
manager at Baltimore. 

Mr. Hoge was formerly a vice-president of 
the Pacific Coast Casualty Company, and came 
to the National Life when the latter reinsured 
the business of the Pacific Coast company. 

T. W. Leonard was at one time a superintend- 
ent for the Metropolitan Life at Cincinnati and 
later at Brooklyn. He subsequently became 
New York manager of the General Accident 
Fire and Life Corporation’s industrial accident 
and health department. 
trial manager of the Casualty Company of 
America and soon after that company was re- 
insured in the Continental Casualty, he became 
Pittsburgh manager for the National Life of 
the U. S. A., which position he has held dur- 
ing the past five years. Mr. Leonard will come 
to New York city to take charge of the affairs 
of his company there as soon as it 1s admitted 
into New York State. 

J. J. Krist was manager of the weekly de- 
partment of the General Accident 1903 
to 1912, having previously served the Prudential 
Insurance Company of America as 
superintendent at Chester, Pa. He severed his 
connection with the General Accident to go with 
the National and became Fastern manager 
of its casuai. -partment. 


Later he became indus- 


from 


assistant 





INDIANA FEDERATION MEETS 
Most Important of Meetings in Indianapolis 
Last Week—F. M. Chandler Elected 
President 
InpIANAPCLIS, INb., January 21.—Frank M. 
Chandler of Indianapolis, who has been presi- 
dent of the Federation of Indiana 
during the past at the 


Insurance 
year, was re-elected 
annual meeting of the Federation held this week 
at the Clapool Hotel, in connection with the 
bservance of Indiana Insurance Day. 

More than 700 insurance men attended the 
various meetings held in connection with In- 
surance Day, representing the seven leading in- 
Indiana, and all lines 
The program opened with a ses- 


surance associations of 
of insurance. 
sion of the Indiana Instirance Society during 
the morning, at which Newman T. Miller, State 
Fire Marshal, was the principal speaker. 

The most important meeting held during the 
day was that of the Insurance Federation, at- 
tended by representatives of all lines of insur- 
ance. At the opening of the 
Chandler delivered his annual report, in which 
ke related the history of the organization, de- 
scribed the growing scope of the insurance busi- 


meeting Mr. 


ness in Indiana, and appealed to the members 
of the association to unite in promoting the 
ideals of the organization and raising the stand- 
ards of the insurance business. He declared 
that one of the principal duties of the ledera- 
tion was to combat the adoption of State insur- 
ance in Indiana and in all other States of the 
Union. 

Joseph G. was re- 
elected secretary of the Federation and Sol S. 


Wood of Indianapolis 


Kiser was elected treasurer. Vice-presidents 
elected were: George W. Pangborn of I[n- 
dianapolis, Arthur F’. Hall of Fort Wayne, F. 
F, Abernethy of South Bend, C. D. Lasher of 
Indianapolis and C. A. McCotter of 


Members of the 


Indian- 


apolis. board of directors 


elected are: HH. L. Barr, Indianapolis; C. O. 


Bray, Indianapolis; Russell T. Byers, Indian- 
apolis; FE. V. Clark, 


Engle, Winchester; [°. 


Indianapolis; John R. 


H. lorry, Indianapolis 


Harry P. Frazier, Evansville; H. J. Gescheidle 
Hammond; Earl Gooden, Lawrenceburg; W, 1 
Greenwood, Indianapolis; R. C. Griswold, Ih. 
dianapolis; Ward H. Hackelman, Indianapolis. 
Thomas P. Harvey, Indianapolis; John Hunter 
Terre Haute; E. F. Johnson, South Bend: 
Frank L. Jones, Indianapolis; James M, Lar. 
more, Anderson; D. H. McGill, Laporte; Car. 
ence F. Merrell, Indianapolis; Newman 7 
Miller, Indianapolis; P. K. Morrison, Muncie: 
D. J. O’Keefe, Fort Wayne; Frederick W. Ort. 
lieb, Fort Wayne; I. B. Raub, Indianapolis. 
Fred C. Richardt, Evansville; Charles J. Rich. 
man, Tipton: John Snyder, Crawfordsville, 
and M. C. Thornton, New Albany. 


T. C. SHERMAN APPOINTED 
Becomes Superintendent in New York 
Office of Hartford Accident and 
Indemnity 
The New York metropolitan office of the 
Hartford Accident and Indemnity Company 
has announced that T. C. Sherman has been 
appointed manager of the accident and health 
department to succeed A. A. Duke, who re- 
signed with the intention of entering the brok- 
erage business. A statement of the change was 
given out last week by Paul Rutherford, man- 
ager of the Hartford’s New York branch, 
Mr. Sherman comes to the Hartford Accident 
and Indemnity well qualified for his new work. 
He has had over twenty years’ experience in 
the underwriting and supervision of this type 
of business. After eight years in the service of 
the Fidelity & Casualty Company, he joined the 
Globe Indemnity, holding this latter position 
for two years. Subsequently, he went with the 
Columbian National Life’s accident and health 
department at the home office in Boston and 
was assistant manager there from 1914 to 1918 
His success attracted the attention of the com- 
pany’s officials and he was sent to New York 
city as manager of the metropolitan accident 
This post he now leaves 
Accident and In- 


and health division. 
with the Hartford 


to go 


demnity. 


Newly Elected Vice-Presidents of the United States National 
Life and Casualty Company, Chicago 
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Francisco, voluntary enforced _ liquidation. 

National Automobile Mutual Casualty Co., 
June 28. 

Pennsylvania Bituminous Mut. Ass’n taken 
over by Penna. Bituminous Casualty Co., 
Huntingdon, Pa. 

Reciprocal Credit Indemnity Exchange, St. 
Louis, reinsured by the American Credit In- 
demnity Co. of that city. 

Standard Auto Mutual Cas., New York, 
taken over by the Insurance Department April 4. 

Texas Title Insurance and Trust Co., Austin, 
Texas, receivership. 

Union Mutual Wind and Storm Ins. Co., 
Chester, Pa., retired. 

United Automobile Mutual, Milwaukee, re- 
insured by Federal Mutual Automobile Ins. Co. 
of Milwaukee. 


CoMPANY CHANGES IN 1923 

A‘tna Life, Hartford; authorized capital 
$20,000,000; in July paid-in capital increased 
from $5,000,000 to $10,000,000. 

American Credit Indemnity Co., St. Louis: 
capital increased from $350,000 to $1,000,000. 

Commercial Accident Insurance Co. of Min- 
neapolis; changed its name to Bankers and 
Business Mens Casualty Company. 

Columbia Casualty, New York city; capital 
increased from $800,000 to $1,000,000. 

Central Mutual Casualty Co., Kansas City, 
Mo.; name changed from Plate Glass Under- 
writers Mutual. 

Commercial Casualty, Newark, N. J.; capital 
increased from $750,000 to $1,000,000. 

Continental Casualty, Chicago; capital in- 
creased from $1,500,000 to $2,000,000: October. 

Federal Casualty, Detroit; enlarged capital 
from $200,000 to $350,000. 

Fidelity & Casualty Co., New York city; in- 
creased its capital from $2,000,000 to $4,000,000. 

Fidelity & Deposit, Baltimore; 
changed from $2,000,000 to $5,000,000. 

General Casualty and Surety Company, De- 
troit; from $500,000 to $1,000,000 capital. 

General Reinsurance Corporation, New York 
city; changed its former title of General Cas- 
ualty and Surety Corporation. 

Georgia Casualty, Macon, Ga.: from $200.- 
000 to $500,000. 

Globe Indemnity Company, Newark, N. J.: 
doubled its former capital of $750,000. : 

Hartford Accident & Indemnity, Hartferd: 
capital enlarged from $1,000,000 to $10,000.00. 
Hartford Steam Hartford; added 
500,000 to its former capital of $2,000,000. 
Maryland Casualty Company, Baltimore; in- 


capital 


5 viler, 


$ 


creased its capital from $3,500,000 to $5,000,- 
000, 

: Merchants Mutual Automobile Liability Ins. 
Co. Buffalo, N. Y., changed to Merchants Mu- 
tual Casualty Co., January 12. 

Metropolitan Casualty, New York city; from 
$300,000 capital to $750,000. 

Missouri Mutual Casualty Co., Webster 
Grove, Mo.; formerly known as St. Louis 
County Mutual Automobile. 

National Relief 


Assurance, Philadelphia ; 


Accident and 


formerly known as National 
Health Insurance Company. 
National Surety Company, New York city; 


capital increased from $5,000,000 to $10,000,000. 

New York Indemnity, New York city; cap- 
ital increased from $500,000 to $1,000,000. 

Preferred Accident, New York city; doubled 
its former capital of $700,000. 

Standard Accident, Detroit;, increased cap- 
ital from $1,500,000 to $2,500,000. 

Travelers Insurance Co., Hartford; directors 
voted a capital increase from $7,500,000 to 
$10,000,000. 

United States Casualty, New York 
doubled ‘its prior capital of $500,000. 

United States Fidelity and Guaranty, Bal- 
from $4,500,000 to 


City ; 


timore; increased capital 
$5,000,000. 

Virginia Life and Casualty Company, Rich- 
mond; title changed from Virginia Casualty 
Company. 

Victory 
Memphis, 


Company, 
Victoria In- 


Mutual Insurance 
Tennessee ; 


demnity Company. 


formerly 


ALBANY LEGISLATION 
Insurance Committee Rearranged 
ALBany, N. Y., January 23.—Owing to the 
retirement of Senator Cotillo from the upper 
legislative branch, because of his elevation to 
the Supreme Court bench, and the election of 
Senator Kennedy as his successor, President 
Pro Tem Walker, of the Senate, has rearranged 
the membership of the Senate committee on in- 

surance, as follows: 

Senators Dunnigan, Downing, Twomey, 

lastings, Kennedy, Farrell, Carroll, O’Brien, 
Fearon, Whitley, Ames and Thayer. 

By the last of the month it is likely the in- 
surance committees of both houses will begin 
bearings on some of the score or more of bills 
awaiting their consideration. 

Bills just introduced amending the insurance 
law are the following: 

Assemblyman Wheatley, amending 
103, by striking out the provision that annual 
reports of life insurance companies shall con- 
tain a statement, separately, showing the 
amount of gains for the year, attributable to 
policies written after December 31, 1906. 

Assemblyman Hutchinson, amending sections 
321, 322, 323, 324, 326 and 328, and repealing 
section 329, in relation to mutual automobile 


section 


fire insurance companies. 

Assemblyman Hutchinson, amending section 
7t-a, relative to mutual life, health and casualty 
cerporations. 

Amendments to the workmen’s compensation 
law have been offered in the two houses, as 
follows: 

Senator Reiburn, amending sections 12 and 
20, by reducing the non-compensated waiting 
period after an accident from fourteen to seven 
days. 

Senator Reiburn, amending section 15, by pro- 
viding compensation for loss of thumb shall be 
for ninety weeks. 

Senator Reiburn, amending section 16, by pro- 
viding that any excess of wages over $150 a 
month shall not be taken into account in com- 
puting compensation for death benefits. 

Senator Reiburn, amending section 25, in re- 
lation to hearings in all compensation cases. 


II 


REDUCTION IN CRIME 


American Surety Records Show 
Lessening of Burglaries 


INCREASE IN DEFALCATIONS 


Company Greatly Augmented Its Business 
in 1923—Losses Held Down 





An indication of considerable reduction in 
crime throughout the country and the apparent 
absence of a crime wave, particularly in the 
operation of burglars, is given in the report of 
the claim department of the American Surety 
Company for the year just closed. 

Although showing an increase in the num- 
ber of defalcations of employees and of public 
officials, the records reveal that there were 
fewer claims arising from the activities of the 
burglar than in the previous twelve months. 
This reduction amounted to four per cent, and 
in the same period there was an increased de- 
mand of eight per cent for protection against 
burglaries. The amount paid to those who sus- 
tained burglary losses during the year was 
twenty-eight per cent less than in the preceding 
year. 

According to B. J. McGinn, manager of the 
claim department of the American Surety Com- 
pany, the prevalence of residence burglaries, 
particularly in the apartment houses of New 
York, has made necessary a careful investiga- 
tion of the residences before issuing burglary 
insurance policies. Mr. McGinn says that 
homes in crowded sections of the city and non- 
elevator apartment houses have proved par- 
ticularly attractive to the burglar, and that the 
burglary insurance companies, from past ex- 
perience with large burglaries, have become 
familiar with the chief habits of the crook and 
his methods of working. In his opinion, these 
methods are limited enough to enable the police 
frequently to find their men, and even more 
frequently to recover the stolen property, most 
of the centers of disposal being under con- 
tinual surveillance. 

Defalcations of trusted employees do not 
arouse the cry of a crime wave so much as do 
the violent acts of burglars and robbers, but 
these acts have increased greatly on their 
records during 1923. Business employees de- 
faulted in a number eleven per cent greater 
than in 1922 and twenty-four per cent more 
public officials embezzled funds last year than 
previously. Desire to speculate in stocks, liv- 
ing beyond their means and bootleg liquor are 
reported as the principal contributing factors 
in these defalcations. 

The year just closed proved the largest in 
volume of net premiums in the history of the 
American Surety Company, an increase being 
shown in every kind of bonds which are issued 
by them. A policy of careful inspection of 
risks prior to the issuance of bonds or in- 
surance policies resulted in the net claims in- 
curred increasing only eighteen per cent. The 
net premiums written showed an increase of 
more than half a million dollars, a most sub- 
stantial figure compared with previous years, 
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OPPOSES FITZGERALD BILL 





Julius H. Barnes Expresses Views 





CITES OBJECTIONABLE FIGURES 





Says It Commits Federal Government to 
Policy of Interference with Private 
Business 


Opposition to the Fitzgerald-Jones bill pend- 
ing in Congress, which provides for the cre- 
ation of a monopolistic workmen’s compensation 
insurance fund by the government for the Dis- 
trict of Columbia, has been expressed by Julius 
H. Barnes, president of the Chamber of Com- 
merce of the United States. Mr. Barnes made 
it clear that the National Chamber in opposing 
the bill is not opposing workmen’s 
tion insurance, but merely objecting to the type 
provided in the pending measure. 

Some of the objectionable features of the 
bill cited by Mr. Barnes are as follows: 


A monopolistic insurance fund supervised by 
a Federal agency, the United States Employees 
Compensation Commission, and initially financed 
by a Federal Government appropriation. By 
monopolistic we mean that private insurance 
companies are absolutely debarred from any 
participation in this business. The bill applies 
to the protection of employees of private busi- 
ness concerns in the District, not in any way 
to public employees. 

The freedom of contract is taken from em- 
ployers in the District of Columbia, as far as 
it relates to insurance. All forms of work- 
men’s compensation insurance excepting the 
monopolistic State fund are excluded—includ- 
ing self-insurers and mutual associations. 


compensa- 


The commission, under this bill, determines 
the rate and amount of premiums, takes care of 
the collection of premiums and decides the 
amount and the payment of compensation—but 
ali without any check upon decisions and actions, 
except as mentioned in point four below. 

This commission reviews its own decisions, 
with right of appeal to courts only on matters 
of law. 

Employers are forced to take Government in- 
surance. In the event they should not do so, 
they cannot avail themselves of the following 
common law defenses, namely, the fellow-serv- 
ant rule, the defense of assumption of risk, or 
the defense of contributory negligence. 


Fine Gains of New York Plate Glass 

The best statement put forth by the New 
York Plate Glass Insurance Company during 
its history third of a century, is 
that as of January I, 1924, covering the opera- 
tions of 1923. The company assets 
of $2,113,882, with a surplus to policyholders 
of $1,250,533, including $500,000 capital. In- 
were made during the past year as 
$112,000; in sur- 


covering a 


now has 


creases 
fcllows: In 
plus to policyholders, over $64,000; 
niums, about $150,000, and in premium reserve, 
over $69,000. The company has won a fine 
reputation during its career, and its officers 
are as follows: President, J. Carroll French; 
vice-presidents, C. H. Bainbridge and Leopold 
S. Bache; secretary, James K. Clark; treasurer, 
Frederick E. Pohle; assistant secretary, Robert 
E. Robson; auditor, William G. chair- 
Chas. Jerome 


assets, about 


in net pre- 


Maurer; 


man of the board, Idwards. 


ELMER E. JOHNSON, JR., BECOMES 
VICE-PRESIDENT 


Joins London and Lancashire Indemnity 


As Head of Agency Department 


Major Elmer E. Johnson, Jr.., assistant 
superintendent of agencies for the casualty de. 
partment of the Travelers and Travelers Ip. 
demnity, will become vice-president ot the Lon- 
don and Lancashire Indemnity as of February 
1. Major Johnson will be in charge of the 
agency department and will work in close con- 
nection with Vice-President O. R. Beckwith, 
who has executive control of the company’s 
affairs. 

Major Johnson, except for his service with 
the army during the war, has been in the insur- 
ance business since 1914. He is a native of 
New York and was graduated from the Peeks- 
kill Military Academy, subsequently studying 
highway engineering at Columbia 
and engaging in engineering work for ten years 
prior to his entrance into the insurance busi- 
ness with the Travelers in 1914. At the out- 
break of hostilities, he entered the second offi- 
cers’ training camp in 1917 and upon being 
honorably discharged from the service, with 
the rank of major, in 1919, re-entered the ‘frav- 
elers home office. During the past few years 
he has been assistant superintendent of agencies 
in general charge of the Pacific Coast and Mid- 
dle Western sections. The present move should 
benefit both himself and his new company. 


University 


The Maryland Casualty has gotten out an interest 


ing bulletin on correspondence. 





1891 


ASSETS 
Cash in Banks and Office. 
Mortgage Loans on Real Estate. 
Government Bonds........... 


State and other Bonds....... 
Railroad and other Stocks... 


pe 


New York City Office 


M. C. MAHON, Manager 
Tel. 3961 John 





J.. CARROLL FRENCH, President 


C. H. BAINBRIDGE, Vice President 
JAMES K. CLARK, Secretary 
ROBERT E. ROBSON, Ass’t Secretary 


Premiums in course of Collection Berane anata 


Accrued Interest.............. oa 


enetetiont tec Efficiency Established by Thirty-Three Years of Service 


THE 


NEW YORK PLATE GLASS INSURANCE CO. 


HOME’ OFFICE, 59 MAIDEN LANE—91 WILLIAM STREET, NEW YORK 


CHAS. JEROME EDWARDS, Chairman of Boards 


LEOPOLD S. BACHE, Vice President 
FREDERICK E, 
WILLIAM G. MAURER, Auditor 





ANNUAL STATEMENT — JANUARY 1, 1924 
LIABILITIES 

Si avasghae $89,657.70 Reserve for Unearned Premiums.............. $667,178.66 
DanBisved 318,605.83 Reserve for Unadjusted Losses..............6. 42,942.16 
5 Stenetiieces 263,000.00 Reserve for Federal and State Taxes........... 38,000.00 
padngusterets 238,300.00 Reserve for all other Liabilities............... 115,227.85 

eeaiatt 834,750.00 Cash Capital. ....... $500,000.00 

Stes win 348,958.00 INGt SURDINS s os0s os Ses ss oes 750,532.84 

Sia tector 20,609.98 (ee 
Surplus to Policy Holders.................. 1,250,532.84 


$2,113,881.51 





COMPARATIVE STATEMENT OF COMPANY’S PROGRESS 


Net Premium Surplus to 
Assets ‘Premiums Reserve Policy Holders 
ater $2,113,881.51 $1,338,058.75 $667,178.66 $1,250,632.84 
Seed google 1,188,581.86 598,112.75 1,186,435.82 
eis 1,573,822.36 1,400,365.50 775,367.35 553,475.45 
siseeutts 1,478,687. 19 1,929,587.76 955,098. 05 195,014.24 





MAIDEN LANE AND WILLIAM ST. 





1924 


POHLE, Treasurer 


$2,113,881.51 


Brooklyn Office 
92 CLINTON STREET 


Cc. H. BAINBRIDGE, Corp. Manager 
Tel. 3146 Main 
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Writing 


New Insurance on 


Lives of 


the 


Old Policyholders 


By Wruram THOorRN'TON 


A few years ago, a large life insurance com- 
pany opened new territory in the South, with 
agency headquarters in a town of some 60,000 
inhabitants. After having represented the com- 
pany for a year or so, the general agent made 
this remarkable statement: “I can take 150 or 
200 policyholders and make them support me.” 
He did not refer to the renewal commissions 
from the insurance on their lives, as the in- 
come from this source could hardly have been 
more than $1,250 a year, if as much as that. 
What he did mean was that by the proper cul- 
tivation of old policyholders he could write a 
large percentage of each year’s new business on 
their lives, 


RESULTS OF CASUAL SOLICITING 

If any general agent or manager will cas- 
ually look through the policy records in his 
office he will be surprised to find a large num- 
ber of people whose circumstances have changed 
since they last bought insurance. Some have 
married, some have got ten ncreases in salary. 
some have gone into business for themselves. 
Incident to any such happening may be a need 
for additional protection. 
casual calls on old policyholders will disclose 
pertinent leads. 
it is always 
it is the 


Even just occasional 


It mtist be borne in mind that 
s easier to sell the second policy than 
first, especially in the same company. 
A Casuier’s SUCCESSFUL EXPERIENCE 

\ cashier in a branch office of another com 
pany several years ago adopted the invariable 
tule of soliciting every policyholder who came 
into his office for any purpose whatever. Be- 
cause of his long office hours, he had no other 


Opportunity for soliciting. It was not to be 


expected that he could write every policyholder 
to whom he talked, yet, within eight months 
after he hegan, he had paid for nearly seventy- 
We thousand dollars of new business. 


There can be no doubt that either casual 
soliciting or the cold canvas method as applied 
to old policyholders will produce results, but 
the maximum yield of additional business can 
be attained if an office will adopt and follow 
up an established system. 

The records in all well-conducted agencies 
certain policy 
or cards, should show the following, 
with reference to each policy in force: name 
and address, date of issue, date of birth, kind 
of policy, occupation of the insured, additional 
and right to change the 
Space should also be provided for 


include information. The 


register, 


benefits, beneficiary, 
beneficiary. 
certain changes which may occur in the history 
of the policy, as follows: loans, dividends, and 
Finally, if the record is ab- 
solutely complete in all details, it should show 
also: maturity of endowment policies, expiry 
of term policies, and plan of settlement. 
These will be taken up seriatim, and it will 


endorsements. 


be shown how each may be used to develop 
prospects for new insurance. 


PROSPECTS FROM INFORMATION IN THE OFFICE 
Name and address. Suppose that the home 
office advises an agency that a_ policyholder 
has moved into that territory, 
A call, during which the agent 
policyholder’s 


giving the name 
and address. 
makes the acquaintance and 
tenders the service of the office, will in most 
appreciated. A tactful inter- 
view at this time may disclose a need for addi- 
Even changes of address 
within the agency’s territory should not be 
Such movements may indicate the 


cases be deeply 


tional insurance. 
overlooked. 
purchase of a home or a change in business, 
either of which might be a reason for the policy- 
holder to increase his coverage. 

Date of issue. This is relatively unimportant, 
except for the keeping of records; however, as 
time passes, the average man takes more in- 
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surance. The alert agent who keeps in touch 
with his old business stands a good chance of 
writing new business. 


Date of birth. This is very important. 
Many successful producers cultivate their 
policyholders by sending birthday greeting 


No mention of business, as a rule, 
should accompany such cards. They should 
appear as frank evidences of good will, gen- 
uine expressions of friendship; but, from the 
date of birth record, another file should be 
made and kept current. It should show the 
age change, which occurs six months follow- 
ing the birthday. 


cards. 


By approaching policvholders 
shortly before their ages advance, after which 
it is often possible to 
write new agency manager of 
long and successful experience declares that 
without a doubt this is one of the most fertile 
policyholders’ in- 


the rate will be higher, 


business. An 


sources of increasing old 
surance. 

Kind of policy. This may or may not be 
indicative of a rating up at issue. If it is, 
the reason for the extra charge may cease to 
A lower rating 
secured, and, if so, it offers a fine op- 
portunity to the agent; he renders a real serv- 
ice to his client, and, in so doing, frequently 
succeeds in writing more insurance on his life. 

Occupation. This also may indicate whether 
the policy was issued standard or otherwise. A 
change in occupation since issue may entitle 
the policyholder to have his premium reduced, 
in which case the foregoing comment applies. 


exist with the passing of time. 
may be 


Furthermore, a change in occupation may in- 
dicate a promotion, or the fact that the policy- 
holder is embarking in business for himself. 
Either is a valuable clue, and offers the agent 
something tangible to talk to the policyholder 
about. 

Additional benefits. If the original policy 
was written without disability or double in- 
demnity, or without both, the policyholder may 
be interested in securing new insurance pro- 
viding these benefits. 

Beneficiary. This should be watched closely. 
A change may point conclusively to reasons for 








increased protection. The point is so obvious 
as to require no elaboration. 

Right to change the beneficiary. At first 
glance, this may seem of minor importance, 
but it is far from that. Suppose a man en- 
gaged in business carries $10,000 insurance pay- 
able to his wife, and in the original application, 
reserved the right to change the beneficiary. 
He fancies he is carrying protection for his 
wife, but, in reality, he has only business in- 
surance. In the event of bankruptcy, the 
referee could claim the value of the policy as 
an asset. Such a man should be shown the 
advantage of taking out additional insurance, 
with his wife’s interests absoiutely safeguarded ; 
that is to say, he needs a policy payable to her, 
without the right to revoke the beneficiary. 


SUBSEQUENT History oF THE Poticy Dis- 
CLOSES OTHER LEaps 

Certain changes occur in the history of any 
policy. Records usually are, and always should 
be, kept of these. Among the very important 
are the following: 

Loans. It is obvious that a loan placed on a 
policy reduces the protection it provides. New 
insurance may be sometimes written to offset 
the loan. Term insurance may be offered under 
such circumstances, as a last resort. 

Dividends. Very often, if the policy is par- 
ticipating, the dividend may be turned into a 
premium on new insurance, rather than to 
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reduce the old premium, or to purchase 
reversionary additions. It is especially im- 
portant to watch dividends on paid-up policies. 
A large volume of business can be written by 
keeping in touch with these old policyholders. 

Endorsements. Endorsements are made for 
various purposes, such as surrendering the 
policy for paid-up or extended insurance, 
change in settlement plan at maturity or death 
from lump sum to instalment, etc. Any such 
endorsement may furnish the agent with a 
valuable lead, out of which may come a new 
application. 


Maturing ENDOWMENTS AND EXPIRING 
TERMS 

Information relative to ¢he maturity of an 
endowment, or the expiry of a term, and plan 
of settlement also is kept in all well-regulated 
offices. A few words will suffice to show its 
usefulness. 

Maturity of endowments. 
of insurance are written annually or policy- 
holders when they mature endowment policies. 
The agent should know about the maturity date 
some few weeks in advance of the actual time 
it occurs, so as to approach the prospect before 
he delivers the check. He can then best arrange 
for an examination for new insurance. 

Expiry of terms. The purpose of such in- 
formation is obvious—to save business from 
going off the books by the expiry route. The 


Many thousands 











of safety. 




















A Real Saving 


Every executive is on the alert for opportunities 
to decrease overhead without lessening the margin 
OUR POLICIES DO MORE 


By eliminating the examination of abstracts, our 
National Title insurance policies effect a real saving. 


Ask for our special booklet T. S. 


NEW YORK 
TITLE AND MORTGAGE 
COMPANY 


135 Broadway, New York 
Capital, Surplus and Undivided Profits more than 
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records on all term business should also be 
kept so as to show the date before which con. 
version may be made without medical re. 
examination. Often successful agents write 
new business while converting an old term 
policy. 

Plan of settlement. If the policy is payable 
in instalments, there may be a need for lump 
sum insurance, and vice versa. 


Orner Userut INFORMATION 

Finally it is convenient and desirable to keep 
a separate memorandum record of insurance 
carried in other companies by the policyholders, 
The necessary information, of course, is ob- 
tained from the application at the time written 
—the blanks of practically all companies re- 
quiring the applicant to make a statement about 
the total insurance in force on his life. Ip 
many instances, this reveals under-insurance, 
or the fact that all of a policyholder’s interests 
are not protected. The value of such a record 
is therefore apparent—it gives the agent an op- 
portunity to solicit additional insurance a little 
later on, if not then. 

In all, there are fifteen sources of informa- 
tion, described at length above, which may lead 
to new business on the lives of old policy- 
holders. It is not to be expected that the man- 
ager, or in some offices the cashier, should 
keep tab on these In a large office, it would 
be quite impossible. Clerks and stenographers, 
however, should be trained to watch the records 
on each policy with extreme care, as corres 
pondence relative to the policy comes into the 
office, or as premium remittances are received. 
All leads and changes should be brought to the 
attention of the manager or the cashier daily, 
and these in turn should be referred to the 
agent who originally wrote the business, or, if 
he is no longer with the company, to the agent 
then located in that particular territory. 

By such a thorough system, which really 
entails very little extra effort, a splendid volume 
of new business may be written annually on the 
lives of old policyholders. 





Massachusetts Mutual Life 
Insurance Company 


of Springfield Muss. 


Incorporated in 1851 


Unexcelled policy contracts, efficient 
life insurance service, and a net cost that 
is notably low—these are three of the 
reasons why the name Massachusetts 
Mutual is synonymous in the mind of the 
insuring public with all that is best in life 
insurance. During the seventy-two 
years of the Company’s history its policy- 
holders have ever been its loyal friends 
and its enthusiastic advertisers. 


Joseph C. Behan, Supt. of Agencies 











14 








wit 

lan 
rest 
udi 
of 
oth 
the 

son 
hav 
tion 
rep 
whe 
nati 
tent 
com 
into 
Wh 
udic 
tion 
res] 
Yet 
ing 


ursday 


also be 
ich con- 
ical re- 
iS write 
Id term 


payable 
or lump 


to keep 
isurance 
rholders, 
, 1S ob 
- written 
nies re- 
nt about 
ife. In 
surance, 
interests 
4 record 
t an op- 
a little 


nforma- 
lay lead 
policy- 
he man- 
should 
t would 
raphers, 
records 
corres: 
into the 
eceived, 
t to the 
r daily, 
to the 
3, or, if 
le agent 


. really 
volume 
7 on the 


‘ife 


ASS. 


vient 
that 


setts 
f the 
1 life 
-two 
licy- 
ends 








January 24, 1924 


THE SPECTATOR 


LIFE INSURANCE SECTION 





unlimited production. 


rights. 


Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 
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The Mortality and Sanitation of the Tropics in 
Relation to Life Insurance 


3v FrepericK L, HorrMan, Ph.D., Consulting Statistican, The Prudential Insurance Company 
of America 


Far-reaching efforts are being made under 
the direction of important American business 
enterprises, with vast possessions in the tropics, 
to improve the conditions of life, bearing upon 
health and mortality. The extraordinary suc- 
cess of the Panama Canal Zone, under Major- 
General Gorgas, has stimulated similar efforts 
in directions in which the general public, in- 
cluding life insurance companies, are as yet but 
very superficially informed. I have elsewhere 
discussed the admirable medical reports of the 
United Fruit Company, whose interests are 
practically limited to the West Indies, Central 
America and the north coast of South Amer- 
ica. For the present purpose, I wish to draw 
attention to the first annual report of the 
medical department of the Ludlow Jute Com- 
pany, an American corporation, whose principal 
offices are in Boston, but whose works are lo- 
cated at Chengail, India. The authors of the 
report are Dr. Fletcher H. Colby and K. B. 
Mallick, M.B., and the report is dated Jan- 
uary, 1923. 

By way of introduction, it is pointed out, 
with reference to India, that “probably no other 
land has the complexity of conditions here rep- 
resented, in the caste system, ingrained prej- 
udices, and distinct lines drawn by a diversity 
of religions.” It is also pointed out that “few 
other labor groups will be found as lacking in 
the fundamentals of health, sanitation, and per- 
sonal welfare as in India.” Only those who 
have for many years given careful considera- 
tion to the numerous and often most excellent 
reports on sanitary conditions in India, as a 
whole, and its constituent parts, including 
native States, can appreciate the enormous ex- 
tent of the problem of effective sanitation, often 
complicated by climatic conditions not far from 
intolerable, certainly for a portion of the year. 
When, in addition, the habits and customs, prej- 
udices and inclinations of the native popula- 
tion are considered, the outlook, in many 
respects, might seem well-nigh discouraging. 
Yet extraordinary progress has been made dur- 
ing the last fifty years and the mortality of 


India today is not essentially different from 
the death rates prevailing in our large Ameri- 
can cities thirty years ago. 


Errect oF HigH PREMIUM CHARGES 

The mills of the Ludlow Jute Company em- 
ploy approximately four to five thousand In- 
dian laborers, supervised or directed by some 
thirty to forty European overseers and heads 
of departments. This number, including de- 
pendent wives and children, will probably bring 
the European population up to one hundred. 
This number has been considered too small to 
justify the tabulation of the sickness experience 
and mortality among them, although even 
fragmentary data of this character are often 
suggestive of reaily valuable conclusions. The 
report directs attention to the fact that “of the 
greatest importance economically is the preven- 
tion of sickness among European employees. 
Many of them are sent from America to India 
at considerable expense and may be considered 
as an investment. All that can be done to keep 
them well and contented is in the way of in- 
surance on this investment. Nothing is more 
discouraging than sickness, and discourage- 
ment is often more contagious than the sick- 
ness itself in a small community like this. The 
same thing applies not only to the employees 
themselves, but to their families of wives and 
children.” We may rightfully add to the fore- 
going the discouragement of tropical residence 
as a result of excessive extra tropical residence 
charges for insurance. In many cases these 
charges are practically prohibitive, and an ap- 
prehensive state of mind results on the part of 
the employee, which may prove a_ serious 
hindrance in the effective treatment of tropical 
affections. Cases are not at all uncommon in 
which men refuse to accept tropical appoint- 
ments in the furtherance of American com- 
merce in tropical sections because of the high 
premium charges for residence in localities 
rightly or wrongly assumed to be decidedly un- 
healthy and therefore subject to an excessive 
death rate. The facts in the case, however, 
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are rarely fully understood, least of all the 
progress which may have been made as the 
result of local sanitary efforts in response to 
a better understanding of the facts which con- 
trol life and health in tropical regions. 

The report considers, first of all, 16,224 cases 


of sickness treated in dispensaries. The an- 
alysis of the sickness is not as satisfactory as 
it should be on account of the inclusion of old 
‘medical cases treated numbering 4,455, which 
are not given in detail according to the nature 
of the illness for which treatment was re- 
quired. Malaria, both chronic and acute, con- 
stituted the major cause of illness, or 1,222 
cases, aside from 363 cases of fevers of un- 
known origin and five cases of dengue and 
three cases of kala-azar. Next to malaria, the 
major cause of illness was attributed to gastro- 
intestinal diseases, numbering 1,488 and includ- 
ing twelve cascs of cholera. Some of these, 
but proportionately only a small number, are 
extremely tropical in their nature. It is not 
siated of the number of cases of dysentery 
how many were amoebic and how many were 
bacillary. 
FREQUENCY OF DISEASE 

Extremely suggestive is the small number of 
cases of pulmonary tuberculosis, or only three, 
against 594 cases of non-tubercular respiratory 
It is quite probable that pneumonia 
played as important a part in the Indian trop- 
ics as it does in the tropics of South America. 
During the year under observation, there were 
only six cases of influenza, while there were 
139 cases of bronchitis. 


diseases. 
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Another interesting fact revealed by the re- 
port is the very small extent of nephritis, only 
one case having been reported. There was also 
only one case of heart disease, while there were 
300 cases of rheumatism and 165 cases of ul- 
cers. Skin diseases of all kinds numbered 
1,076. Such diseases, including ulcers, 
especially of the lower limbs, were apparently 
very infrequent among the white, or non-native, 
population. 

Considering fevers separately, the rate of 
frequency per 1,000 of coolie population was 
404.6 during 1020, against 523.2 during 1921 
and 366.1 during 1922. This reduced incidence, 
while not suggestive of adequate disease con- 
trol, is nevertheless in a large measure attrib- 
utable to prophylactic measures, it being said 
that “as far as was practical, mosquito control 
work was done during the construction of the 
past year. Draining and filling and oiling pro- 
gressed to some extent. More work of this 
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character will be needed in the coming year 
and more permanent results can be shown.” 
Most of the malaria was of the benign tertian 
type, but occasionally a case of malignant 
tertian fever was seen, and less often fever of 
the quartan type. With regard to gastro- 
intestinal diseases, the rate of incidence during 
the last three years diminished materially, from 
170.8 per 1,000 in 1920 to 144.0 in 1921 and 31.3 
in 1922. It is pointed out that “this decrease in 
incidence is due to several things, first of which 
is probably the better class of labor now em- 
ployed and the fact that there is now present 
less of contractors’ labor. Improved sanitation 
is also an undoubted factor in the decrease.” 


CHOLERA OF MINOR. IMPORTANCE 

Cholera during the year was of very minor 
importance. There were twelve cases during 
1922, against 8g during 192I and 153 during 
1920. The statement is made that “in the year 
1921 simple crude sand filters used to purify 
the water used by the coolies effected a con- 
siderable drop in incidence. In the year 1922 
water filtered by the installation of a Jewell 
filter plant aided in a much more effectual 
lowering in incidence.” It is further said that 
“an absolute eradication of the disease among 
the coolies on the mill compound would not 
be possible, since cholera may be present in any 
new labor gang taken on for work at any time 
during the year. Further, the disease may be 
contracted away from the mill compound 
altogether, amongst the labor not living in the 
coolie lines, and the victim collapse while at 
work,” 

During 1920 the mortality from cholera was 
56 per cent of the cases treated, increasing to 
66 per cent during 1921, but diminishing to 33 
per cent during 1922. An important feature 
brought out by the investigation is that the 
closer approximation of cases treated to total 
incidence shows that cases are being detected 
earlier and are willing to be treated. This is 
directly attributable to the efficiency of the 
sanitary supervision. 

As regards respiratory diseases, it is said 
that the commoner diseases of the respiratory 
tract are very prevalent and that this would 
naturally be expected from the high humidity 
of the country, but better housing conditions are 
held to be responsible in part for the decline in 
frequency, most of the coolie labor supply now 
being housed in sanitary labor quarters. 

The average number of coolies employed 
during 1920 was 3,000, among whom there 


Thursuay 


occurred 118 deaths, or a mortality rate of 
39.33 per 1,000. By 1921 the labor supply haq 
increased to an average of 4,100, with 137 
deaths, or at the rate of 33.41 per 1,000. Dyr. 
ing 1922 there was an average Strength of 
4,000, with 38 deaths, and a rate of only 9.5 
per 1,000. The decline in the mortality is pri. 
marily attributable to the termination of the 
influenza epidemic of 1921 and the practica! 
disappearance of cholera. Malaria caused only 
two deaths in 1920, five deaths in 1921 and das 
deaths in 1922. While malaria is, therefore 
the cause of a very considerable amount of 
economic disability, it is not of serious cop. 
sideration as a cause of death. In fact, other. 
wise than from cholera, and to a lesser extent 
from dysentery, tropical diseases, in the strict 
sense of the term, seem not to have been of 
material importance. 
Data ON EvuroPpEAN POPULATION 
The foregoing observations apply exclusively 
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to the coolie population. lor the European 


population, data is available, and for the year 


1922, when 321 cases of sickness were treated, 
of which 94 were diseases of the respiratory 
system, 81 ygastro-intestinal diseases, 51 skin 
diseases, and 19 fevers, chietly dengue and 
chronic malaria. The skin diseases represent 
a large variety of conditions, but nothing par- 
ticularly suggestive as regards difficulties for 
adequate prophylaxis, if well-known rules of 
tropical sanitation are followed out. 

There were no deaths among Europeans dur 
ing the year. It may be of interest in this con 
nection to quote the following with reference 
to the prevention of malaria: 

“Steps in the prevention of malaria are, of 


course, of great importance. By far the chief 
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one is the screening of the European quarters. 
This has already been started and slowly pro- 
Quinine prophylaxis and the use ot 
sleeping nets, in those houses which are not 
screened, nave always been urged. 
measures in the draining of casual water and 


eresses. 
Anti-malaria 


the oiling of certain small bodies has been car- 
ried on as far as the construction work would 
permit. Conditions have greatly improved dur- 
ing the year in eliminating mosquito-breeding 
places, and, with the houses screened, the next 
year should show a continued decrease in the 
incidence of fevers.” 

I also add a brief paragraph concerning 
gastro-intestinal diseases, particularly amoebic 
dysentery : 

“Seven cases of acute amoebic dysentery are 
reported, with an additional two chronic cases. 
Several of these cases were, without question, 
All of the 
cases at the mill have responded well to treat- 
ment and are apparently cured. 
in the previous report, a group of these cases 


contracted away from the mill area. 
As was shown 


occurred in one of the bachelors’ messes, for 
which measures of inspection were efficiently 
taken. 
tracted away from the mill area, some five or 


Discounting the cases that were con- 


six cases of amoebic dysentery are still re- 
maining and make a higher incidence of the 
disease than should be present. The fact that 
natives prepare all the food eaten by the 
European makes preventive measures difficult, 
for cleanliness is most important in prophy- 


laxis.”’ 


PREVALENCE OF SKIN DISEASES 
Finally, it may be said, with reference to 
skin diseases, that they in the judg- 
ment of the author of the report, to bear about 
the same relation to the European population as 


appear, 


in colder climates, except for the prevalence 
The fact is emphasized that 
diseases during 
the year.” In 1922 a total of 268 days were 


of prickly heat. 
“there were no serious skin 


lost by sickness by the Europeans employed, 
The periods 
of greatest sickness occurred during the rainy 


against 275 days lost during 1921. 


months, when the temperature and the humidity 
were at their highest. The report concludes 
with some interesting observations on the water 
supply, sanitation, schools, etc. 


In the course of years, as reports of this 





kind present a continuous illustration of sani- 
tary administration, the fact that better sani- 
tary progress may be achieved will be better 
understood and admit of being applied in other 


tropical regions of the earth. It is to be hoped 
that, in the course of time, reports of this 
nature will become more or less standardized, 
so as to permit of a comparison being made of 
the effect of tropical climate and local condi- 
tions upon the health of white residents in the 
different tropical areas, particularly under 
American administration. The authors of the 
report are to be congratulated on having 
presented an admirable state of facts upon a 
subject than which few are of more profound 
interest and practical importance to life in- 
surance companies. 
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Why Not a More Specific Appeal in Life 


Insurance Advertising? 


By Rosert A. GIBNEY 


Recognition of the really important part na- 
tional advertising can play in the development 
of insurance sales, be they life, fire, or casualty, 
is being shown by the increasing number of 
old companies which are becoming new ad- 
vertisers. Insurance advertising is really still 
in its infancy, and along what appeal, or from 
what character of copy, the best results will 
ultimately come is hard to prophesy, but it 
would seem that such advertising could af‘ord 
to be more specific than at present. 

In regard to insurance advertising, the 
Chamber of Commerce of the United States 
not long ago issued a bulletin in response to 
certain requests for information. Of those 
companies which had used advertising and 
which replied to inquiries from the Chamber 
of Commerce, one alone gave reports of un- 
satisfactory returns. 


NATIONAL ADVERTISING 

Among insurance advertisers in national pub- 
lications the Prudential has probably been the 
longest and most consistent. In its reply, as 
published by the Chamber of Commerce, it 
says: “Concerning direct results, that is a diffi- 
cult question to answer. We do know that 
advertising is beneficial to business if carefully 
and properly undertaken.” In a period when 
but little competitive copy was appearing, the 
Prudential seized the opportunity to dominate, 
in the mind of the layman at least, with im- 
pressive copy of a general nature. From the 
days when the Prudential made the Rock of 
Gibraltar famous, down through its recent 
humorous series of ancient celebrities, the im- 
pression left with the casual observer is to 
remember Prudential. But today, with others 
entering the publications, it does not seem im- 
probable that the Prudential will become more 
specific in its appeal, and will use more of such 
character of copy as is appearing in the Yale 
Alumni Weekly, on independence through en- 
dowment policies. 

Recently Printers’ Ink contained an article 
on the present campaign of the A*tna group 
of companies, telling how some $200,000 was 
being spent to popularize one word, “.%tna- 
ize.’ To be sure, the A®tna interests cover 
such a wide range of insurance that their cam- 
paign can hardly be classed as strictly life in- 
surance advertising, but none the less the copy 
which has appeared covers life policies, though 
not in any specific way. 

Last summer appeared the beginning of a 
series by the Phoenix Mutual Life of Hart- 
ford, and again generalities are to be noted in 
regard to insurance itself, but the Phoenix has 
specifically emphasized the importance of its 
trained representatives as insurance counsellors. 

A step further towards featuring some 


definite use of life insurance is the publicity 
of the Provident Mutual of Philadelphia, in 
which, to refer to a September advertisement, 
not only is the importance of the representative 





explained, but old age endowment policies are 
made the subject of the appeal. 

The old-time insurance characteristics of 
aloofness, conservatism, and the dignity of 
dollars, which instinctively opposed advertis- 
ing, are being broken down by a realization of 
merchandising, as used commercially, and the 
amazing results that can be obtained from in- 
tensive selling methods. Commercial corpora- 
tions, irrespective of their size or dignity, have 
long learned that there must be a warmth to 
their appeal, a companionable attitude, if they 
are to secure the constant support of those who 
maintain them by their purchases. Their ad- 
vertising copy is usually specific and breeds a 
spirit of friendliness. 


COMMERCIAL PROBLEMS CONTRASTED 

Now commercial corporations, life insurance 
companies, are very much dependent on their 
agents, or dealers. The national advertising 
creates an interest, then a demand, but the 
agent or dealer must be ready to supply it. 
So these commercial successes use in a large 
way the trade journals of their respective fields, 
telling their national advertising plans, perhaps 
offering suggested copy for local dealers, and 
often reproducing the national advertisements 
some time in advance of their actual appearance, 
for they want not only to prepare the dealers 
they have but to interest new ones in such 
places as they have not adequate representa- 
tion. 

Fundamentally there is but little difference 
between the insurance agent and the commer- 
cial one. Each is trading with a commodity 
produced by Each must be 
acquainted with similar commodities and houses 
competing with his own. Each follows the 
publications that keep him posted in his respect- 
ive fieid. And each is human. Human? Yes, 
and his friendship is cultivated by co-operation, 
not by awe. When he feels that he represents 
a company which works with him, tells him of 
its plans for stimulating interest in the product 
so that he himself can profit thereby, and sup- 
plies him with useful data, his friendship be- 
comes loyalty, and is a vital asset to the com- 
pany. 

Insurance agents want to follow the national 
advertising of their companies. When a def- 
inite type of policy is featured in a friendly 
fashion, they know it will develop a certain 
interest in their locality, and they will naturally 
do their best to take whatever advantage they 
can of the demand aroused. But they must be 
kept advised, and it is only a natural tendency 
that such companies as the Prudential and the 
Insurance Company of North America have 
used the insurance journals to broadcast among 
agents their national advertising plans. 

The former cold, forbidding exclusiveness of 
insurance corporations can hardly be expected 
to bring returns as against a warm, definite 
appeal covering human situations with informa- 
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tion that the average man can understand and 
appreciate. 


HuMAN INTEREST NEEDED 

And what human interest there really is jp 
insurance! Aside from the protection of those 
who are near and dear, aside from the cer. 
tainty of income in our declining years, life 
insurance can be utilized for many needs and 
aims. Partnership insurance, insurance to 
cover the mortgage on the home, a guaranteed 
education for the children, annuities for those 
with no dependents, insurance to be devoted to 
charitable enterprises—yes, there are many, 
many ramifications, intensely interesting and 
appealing. Insurance men know and_ under. 
stand them, but the man on the street, the 
average man of business, knows them not, or, 
at best, only slightly. 

Or again, “How much does life insurance 
cost?” At first this might seem like asking, 
“How long is a piece of string?” But the man 
of limited income wants to know this all-im- 
portant question. He goes and looks at auto- 
mobiles and readily ascertains exactly what an 
automobile will cost. But few outside the in- 
surance field can tell how much a certain type 
of policy will cost, and they hesitate to go and 
ask. Constant instructive advertising has made 
the automobile an open secret to all until it 
has become a family asset, many might say 
necessity, which all too often is bought with 
money that had better go for the protection of 
insurance. Advertising has done much to 
popularize and develop the automobile, making 
it of really human interest, and it is only 
natural that before long insurance advertising 
will tell distinctly what it has to sell, how it 
can be used, and other information that will 
create a far greater buying public. 

The advertising of the Metropolitan Life 
appeals to reason as well as love and sympathy, 








Ask for— 


“How letters 
sell life insurance” 


a booklet telling of the 
practical application of 
direct-mail selling to life 
insurance sales work—practical be- 
cause tested by more than 900 insur- 
ance salesmen to their satisfaction. 

Letters that are truthfully written to 
guide the decision of men are not only 
most effectivein bringing wise planning; 
they also bring decisions not otherwise 
obtainable. 


Make this collection of sales letters a 
part of your selling plan. Write for book- 
let11-A now 


WILLIAM S. HULL 
Direct-.Mail Sales Service 
¢MADISON, CONNECTICUT 






















Janua 


1 4 


Se 











Tsday 


nd and 


ris in 
| those 
€ cer- 
‘Ss, life 
ds and 
Ice to 
anteed 
those 
ited to 
many, 
g and 
under- 
t, the 
DL. OF; 


Irance 
sking, 
e man 
l1-im- 
auto- 
lat an 
he in- 
1 type 
oO and 
made 
itil it 
it say 
with 
on of 
h to 
aking 
only 
tising 
ow it 
- will 


Life 
yathy, 








January 24, 1924 





BUILD 
YOUR OWN 
BUSINESS 











under our direct 
general agency 
contract. 


Our policies provide fors 


Double Indemnity 
Disability Benefits 
Reducing Premiums 


See the new low Rates. 


JOHN F. ROCHE, 


Vice-President 


The 
Manhattan Life 


Insurance Company 


66 Broadway, New York 





ORGANIZED 1850 














THE SPECTATOR 


LIFE INSURANCE SECTION 


and with its splendid efforts to prolong and 
safeguard life by warning of dangers, sets a 
unique and praiseworthy example cf copy that 
can be instructive and beneficial, as well as 
merely interesting. 


CANADIAN ADVERTISING 

Canadian life insurance companies have made 
far greater proportionate use of advertising as 
a selling factor than have the companies in the 
United States, and have been very much more 
specific in their copy. An interesting series 
was that of the Canada Life Insurance Com- 
pany of Toronto, showing illustrations of the 
span of a man’s life from 20 years up, how 
proper insurance protects him during the active 
years, and gives a source of income in his older 
age. In the Chamber of Commerce bulletin 
quoted previously, it says, in reference to its 
work, “When this style of advertisement was 
first placed in the newspapers Ly the Canada 
Life it was predicted by advertising men that 
it would not go across, but we have proved 
conclusively to ourselves and other companies 
that it has been remarkably successful.” 

The most striking Canadian copy has been 
perhaps that of the Imperial Lite of Toronto, 
covering various aspects of insurance ior daily 
use—thrift, safety, old age, widows, weddings, 
etc. Then the North American Life of To- 
ronto has used 1 very interesting series cover- 
ing such subjects as “How a Shoe Business 
Was Saved,” “How James Tomsonby Bought 
His House,” “Why William Simbert Took Out 
a Second Policy,” and others, while the Mutual 
Life of Canada and the Manufacturers Life 
have also shown the same specific appeal in 
their advertising. This publicity has been ap- 
pearing for several years in the newspapers, 
and while they have not looked for direct re- 
turns, the general impression is that it has 


been very beneficial. 


Vast Future MARKET 

To those who have closely analyzed the po- 
tentialities of the insurance field, the amazing 
feature is the undeveloped possible market. 
Dollars that now run into the millions have 
every prospect of becoming billions by proper 
efforts, and we shall doubtless see the same 
convineing publicity in merchandising insurance 
that has been developed by intense competition 
in commercial fields. Just as the successful 
agent now approaches the prospect with some 
definite human interest suggestion, it seems 
reasonable to suppose that the advertising copy 
will eventually approach the reader with the 
same specific appeal. 

The program at the last convention of the 
National Association of Life Underwriters 
contained many illustrations of specific selling 
problems. To insurance men these are un- 
doubtedly.commonplace, but to the layman each 
brings food for thought, and thought once 
started usually results in action. To quote one 
of these: 

‘Mr. Stonerod, a merchant, is 30 years old; 
he is married and has two small children, five 
and three years of age. He has an income of 
$3,600 a year. [le carries $2,500 of life in- 
surance on the twenty payment plan and 
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realizes that he needs more protection for his 
family, but he is trying to save money so that 


he may give each of his children $1,000 in cash 
upon graduation from college. He does not 
wish to pay any life insurance premiums after 
he reaches age 55.” 

Certainly there is a human interest story 
there, and a problem to make many a reader 
stop and think, to analyze his own situation. 
And as the layman is taught to understand the 
cost and kinds of policies, he will begin to 
figure to himself how they can be adapted to his 
own personal needs, so that the indefinite com- 
prehension so many have of insurance today, 
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and the disinclination to talk with local agents, 
will be replaced with a personal interest in 
specific uses that will make the agent a persou 
to be sought and not avoided. Moreover, the 
policy, because it has been taken for a definite 
set purpose, will become a thing to treasure, 
and not defaulted through the lapse of premium 
payments. 


The Story of a $75,000 Policy 

A large manufacturing company had just re- 
organized its sales department in order to 
merchandise its product through wholesalers 
and jobbers, discarding its former method of 
selling directly to retailers. 

The salesmanager who was in charge of 
effecting the transition in the sales methods 
had been working day and night for the past 
year formulating and carrying out plans for 
the change. 

One of our representatives phoned the sales- 
manager at his office, and requested an inter- 
view. The salesmanager explained that he was 
so busy he couldn’t see anyone. Our repre- 
sentative, having a personal acquaintance with 
the salesmanager, asked him to dinner at his 
club. The prospect accepted. 

Life insurance was not mentioned during the 
meal, 

After dinner, our salesman said: “George. 
you've done ten years’ work in one this past 
year, haven’t you?” 

“Ves, Sam, I have. I’ve worked like a slace.”’ 
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Head Office, Waterloo, Ontario. S. C. Tweed, President, 

“And you were pail tem years’ salary, me, at present, to let you go on without it” 
weren't you?” “’m convinced.” admitted the prospect. “I'l 

“No, of course not—but the work was worth — see the boss to-morrow and get his advice.” 
the effort. If I’m not getting double my pres- “Of course, see the boss,” agreed this liye 
ent salary three years from now, 1 won't be agent. “I knew you wouldn't want, entirely, to 
with ——” (his company). make the decision yourself.” 

“Oh, that’s just it,’ replied our representa- The salesmanager thought it over that night 


tive. “If you aren’t there, you won’t get it. «and phoned our underwriter at nine the next 
We are all of us doing work to-day on which morning, asking him to come up as soon 3s 
we realize financially in the future—if we are possible to write the policy. 

there. Now listen—suppose something should In view of our agent’s remark in the second 
happen to you, and you were to die this year. paragraph above, it must be remembered that 
You would never be paid in full for the work the men were friends—a fact illustrating the 
you have been doing. You need seventy-five importance of good “contact.” Good “contact” 


thousand insurance—it would be criminal of — is often the path to success. 
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Increased Dividends 


Our 1924 dividend scale represents the greatest 
dividend increasejin the history of the Company. 


VU 





At the same time the rate of interest allowable on 
5 sums held by the Company for the credit of policy- 
: holders under Dividend and Policy settlements has 
been increased to 4.8%. 


Guardian Agents have the benefit of an unusually 
helpful program of Home Office cooperation and 
service. From furnishing leads on desirable prospects 
to free health examinations for policyholders—nothing 
is overlooked to give both Agents and Policyholders 
the utmost in genuine service. 


There are opportunities in our field force for men 


address: 
T. LOUIS HANSEN, or GEO. L. HUNT, 
Vice-President Supt. of Agencies 


: The Guardian 
Life Insurance Company 


OF AMERICA 





Established 1860 under the Laws of the State of New York 
Home Office 50 Union Square, New York 
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NEW LIFE INSURANCE 
ESTIMATE 





Presidents Association Totals 
$11,954,000,000 for 1923 





TWO BILLION INCREASE 





December, 1923, Had a Production Increase 
of 29 Per Cent Over December 1922 


That a new high record for thrift was estab- 
lished by the people of the United States in 
1923 is revealed by the new business reports of 
forty leading life insurance companies for- 
warded by the Association of Life Insurance 
Presidents this afternoon to the United States 
Department of Commerce at Washington. This 
oficial report of new life insurance acquired 
and actually paid for by the American people 
in 1923 shows an increase of 22 per cent over 
the new business production of 1922, and nearly 
17 per cent above 1920, which was the previous 
record year. It is regarded as significant that 
December, the closing month of the year, had 
a production of nearly 29 per cent over Decem- 
ter of 1922. 

On the basis of the new business of these 
forty companies, which have in force 77 per 
cent of the total legal reserve life insurance 
in the United States, the association estimates 
that the total of new insurance, including re- 
vivals, increases and dividend additions, pro- 
duced by all companies in the United States 
amounted in 1923 to $11,954,000,000, an increase 
of $2,179,000,000 over the new business produc- 
tion of 1922. 

The report that was forwarded to Washing- 
ton this afternoon shows that the new life in- 
surance actually paid for, in the forty com- 
panies contributing to the association’s records, 
exclusive of revivals, increases and dividend 
additions, was $7,828,c00,000, as against $6,- 
402,000,000 in 1922, $5,687,000,000 in 1921 and 
$4,697,000,000 in 1920. 

New ordinary life insurance business during 
1923 totaled $5,683,546,000, as against $4,761,- 
670,000 in 1922, a gain of $921,876,000, or 19.4 
pr cent. New industrial business for 1923 
amounted to $1,719,570,000, as against $1,418,- 
803,000 in 1922, a gain of $300,767,000, or 21.2 
per cent. New group business aggregated $424,- 
612,000, as against $221,560,000 in 1922, a gain 
of $203,043,000, or 91.6 per cent. 

In a statement discussing the figures for- 
warded to the United States Department of 
Commerce, Manager George T. Wight of the 
Association this afternoon said: 


That the people of this country purchased 
life insurance during 1923 to a far greater ex- 
tent than ever before, is shown by the records 
ot the forty companies reporting their monthly 
new business actually paid for. The consistently 
Increasing volume of new life insurance is 
strikingly illustrated by the fact that the amount 
i each month of 1923 was materially greater 
than the amount in the corresponding month of 
1922, and that each month of 1922 likewise 
materially exceeded the corresponding month 
of 1921. The previous high monthly record, 


established in December of 1922, of $711,000,- 
000 was exceeded in April and June and again 
in December of 1923, 


BUSINESS MENS ASSURANCE 
COMPANY 
Three-Day Sales Convention Held at Home 
Office—Changes in Policy Forms An- 
nounced—Banquet at Muehlebach 
Hotel Draws Large Attend- 
ance 
The twelfth annual meeting of the B. M. A. 
1000 Club was held by the Business Mens As- 
surance Company of America at the home office 
in Kansas City, Mo., recently. The 
were held during a period of three days and over 


sessions 


to field men, executives and officials attended 
the gathering and took part in the elaborate 
program which had been arranged. Speeches 
were delivered by President W. T. Grant, of the 
Business Mens Assurance; Hon. Frank Crom- 
well, mayor of Kansas City; Fred J. Bannister, 
president of the local Chamber of Commerce; 
J C. Swift, director of the company; F. J. 
Fleming, president of the 1000 Club, and A. T. 
Farmer, its secretary. “The Human Element 
in Business” was the subject of an address by 
Ransom Stephens, special agent of the AZtna 
Life, and W. J. Bailey, governor of the Fed- 
eral Reserve Bank, tenth district, spoke on the 
relation of insurance salesmen to general busi- 
ness. 

The gathering was the most successful of its 
kind ever held by the company and both the 
officials and the agents expressed themselves as 
more than satisfied with the results obtained. A 
luncheon of the Co-operative Club was held 
on the second day of the convention and at noon 
of the third day the members in attendance 
were the guests of the Kansas City Chamber 
of Commerce, H. E. Byrum, president of the 
Chicago, Milwaukee & St. Paul Railroad, being 
the speaker of the occasion. 

In his address on the first day, President W. 
T. Grant, of the Business Mens Assurance, wel- 
comed the delegates, outlined the plans of the 


company for 1924 and announced several 
changes in policy forms which will permit 
broader coverages and a more advantageous 


contract for the insured. Effective as of Jan- 
uary I, 1924, these changes included a new com- 
plete protection policy embracing life, accident 
and health insurance; a premium waiver pro- 
vision in all life policies so that if the assured 
should become permanently disabled before age 
sixty, all future premiums will be paid by the 
company with no deductions from the amount 
of the policy payable at death; a wider range 
in guaranteed renewable contracts; and a re- 
classification of railroad risks now eligible for 
insurance coverage. At the close of the formal 
sessions of the convention, the company gave 
a banquet to the visitors, the home office organ- 
ization and about 100 of the prominent busi- 
ness men of Kansas City and their wives. The 
hanquet was held at the Muehlebach Hotel and 
a total of 475 persons attended. ; 


Dr. Ignatius Haines Dead 
Dr. Ignatius Haines, medical director of the 
John Hancock Mutual Life Insurance Company, 
died: at his home in Brookline, Mass., Wednes- 
day, January 16. Dr. Haines was fifty-four 


years old. 


7) | 


General Agency Results 

J. J. Hughes, Des Moines (Northwestern 
Mutual Life): 1923, $3,400,000; 1922, $2,505,- 
000; 1921, $2,730,000; 1920, $3,020,000. 

Edward A. Woods Company, Pittsburgh 
(Equitable Life, N. Y.): 1923, $41,935,651; 
1922, $36,049,904; 1921, $31,454,837; 1920, $42,- 
699,102; 1919, $28,881,689. 

Ezra De Forrest Agency, New York (Penn 
Mutual Life): 1923, $2,807,354; 1922, $2,603.- 
1921, $2,153,950. 

Vail & Eldredge, Los Angeles, Cal. ¢Provi- 
dent Mutual Life): 1923, $4,405,000; 1922, $4,- 
129,000; 1921, $3,791,000; 1920, $3,782,000. 

De Forest Bowman, Chicago (Bankers Life 
Company): 1923, $6,441,702; 1922, $5,705,200; 
1921, $5,395,170; 1920, $4,124,588. 

George R. Douthit, Sioux Falls, S. D. 
(Equitable Life of New York): 1923, $2,100,- 
000; 1922, $1,800,000; 1921, $2,500,000; 1920, 


097 ; 


$3,000,000, 
C. D. Van Vechten, Cedar Rapids, Iowa 
(Northwestern Mutual): 1923, $2,524,200; 


1922, $2,228,478; 1921, $2,949,200; 1920, $3,- 
840,500. 


Announce Special Dividends 

The Board of directors of the Mutual Benefit 
Life of Newark has declared a regular divi- 
dend to policyholders for 1924 and also a spe- 
cial dividend equal to twenty per cent of the 
regular dividend. 

On premium-paying policies, the special 
dividend will be applied in reduction of pre- 
miums and will first appear on the receipts for 
June, 1924, premiums where the policy has be- 
come entitled to the regular 1924 dividend. If 
the regular dividend is conditioned on the pay- 
ment of the premium, the special dividend will 
be likewise conditioned. On paid-up policies, 
the special dividend will be paid by warrant 
with the regular dividend unless the policy is 
subject to loan, in which event the special 
dividend, as well as the regular dividend, will 
be applied on account of interest. In case of 
paid-up policies, the company will be prepared 
to pay the special dividend on policies whose 
anniversaries occur in April. 

The special dividend is not applicable on the 
addition, accelerative endowment or accumula- 
tion plan. 





Will Give 5 Per Cent Interest on Policy- 
holders’ Funds 

The Cleveland Life has announced that its 
policyholders will receive interest at the rate 
of five per cent per annum during 1924 on all 
funds arising under participating policies, which 
are left with the company to accumulate at in- 
terest. Interest rate allowed by the company 
heretofore has been four and one-half per cent 

The increase now allowed is made possible 
by an investment experience which, as a re- 
sult of careful management, has produced a 
high yield without entailing any loss whatever 
either of principal or interest, during the com- 
pany’s history. It is the desire of the com- 
pany’s management to share with its partici- 
pating policyholders the very satisfactory in- 
terest earnings. 
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Does Your 
Office Use 


“Ediphone 


Below is a partial list of Main 
Offices and Branches of insurance 
companies actually Ediphoning 
over 10,000,000 letters a year. 





New England Mutual Life Insurance Co. 
Massachusetts Protective Association 
Aetna Life Insurance Co. 

Phoenix Mutual Insurance Co. 
Massachusetts Mutual Life Insurance Co. 
Imperial Life Insurance Co. 
Manufacturers Life Insurance Co. 

Detroit Life Insurance Co. 

Woodmen of the World Life Insurance Assn. 
Prairie Life Insurance Co. 

Provident Life Insurance Co. 

Federal Reserve Life Insurance Co. 
Phoenix Life Insurance Co. 

Equitable Life Assurance Society 

Mutual Life Insurance Co. 

Prudential Insurance Co. of America 
Mutual Benefit Life Insurance Co. 

Union Central Life Insurance Co. 

The American Central Life Insurance Co. 
Pacific Mutual Life Insurance Co. 
Atlantic Life Insurance Co. 

Life Insurance Co. of Virginia 

Bankers Life Co. 

State Life Insurance Co. " 

Missouri Inspection Bureau 

The Security Insurance Co. 

National Fire Insurance Co. 

Phoenix Fire Insurance Co. 

Hartford Fire Insurance Co. 

Springfield Fire & Marine Insurance Co. 
Milwaukee Mechanics Insurance Co. 
Grain Dealers Fire Insurance Co. 
Underwriters Laboratories 

Sun Insurance 

The Michigan Millers Mutual Fire Ins. Co. 
Twin City Fire Insurance Co. 

Union Indemnity Co. 

The London & Lancashier Indemnity Co. 
Travelers Insurance Co. 

Aetna Casualty & Surety Co. 

Factory Insurance Association, 

Western Assurance Co. 

T. H. Mastin & Co. 

Fidelity & Casualty Co. of N. Y. 
Security Mutual Casualty Co. 
Commercial Casualty Co. 

N. J. Fidelity & Plate Glass Insurance Co. 
Merchants Mutual Casualty Co. 
Employers Mutual Casualty Assn. of Iowa 
American Mutual Liability Insurance Co. 
Michigan Mutual Liability Co. 

Mutual Benefit Health & Accident Ins. Co. 
Commercial Traveler Association 

General Accident Insurance Co. 

Standard Accident Insurance Co. 

Ocean Accident and Guarantee Co. 
Credit Insurance Adjustment Corp. 
Wolverine Mutual Motor Insurance Co. 

















Telephone the Ediphone, 
Your City, or Write Edison 

to consult with you on the sim- 

plification and cost of your corre- 


One (0) r=} series of |sKebi 8) ele et- Blue Oot baa. ) spondence, without obligation. 
we will be glad to send you THOMAS A. EDISON, Inc. 


Orange, N. J. 


: Guaranteed Service Everywhere 
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Our Agents Have 


A Wider Field— 
An Increased Opportunity Because We Have 


Age Limits from 0 to 60. 

Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 








ly Premium plan. 


0. Cc. L. BUILDING 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. a 


Double Indemnity and Monthly Disability Income features for | pi cocse neg ——! 
A A 
































Males and Females alike. —— a 
? . f 4 Continental > Chicago 
Standard and Substandard Risk Contracts, i. e. less work for nothing. | .2d 1/2! Stock e 
Da | Nat'l. Bk. |" }| Exchange | C we 
n m™ 4 ay 
a QUINCY ST. ®, 
THE OLD COLONY LIFE INSURANCE COMPANY —— 2 Se 
ed- Illinois 462 
Col ® 
of CHICAGO, ILL. sm gl |] Merchanes | 
a Bk. | Trust Co. 
B. R. NUESKE, President : JACKSON BOUL. 
The Company has its Home Office in its own building at 166 W. Jackson Blvd. running through necreniaes| Board 
to Quincy and Wells Street, right in the heart of Chicago’s Financial District. Sccinaiine | mi. | 
























MASSACHUSETTS MUTUAL LIFE INSURANCE CO. 


SPRINGFIELD, MASSACHUSETTS 


INCORPORATED 1851 





ABSTRACT FROM SEVENTY-SECOND ANNUAL REPORT 
For the year ended December 31, 1923 





Admitted assets (Increase of $19,471,491)........ 20... .00. 000000 eee eee $182,613,798 
Policy reserve and other liabilities (Increase of $17,690,107)................. 173,226,956 
Surplus, Massachusetts standard (Increase of $1,781,384)................... 9,386,842 
Received for premiums (Increase of $3,908,833)......-.....0 00.0 c eee cee 31,830,090 
Total income (Increase of $5,323,488)....... 0.0.0 ccc ccc ccc e eee e tence eens 43,847,541 
Dividends paid and credited policyholders (Increase of $592,714).............. 5,905,571 
Total payments to policyholders (Increase of $1,126,007)..................... 17,149,324 
New insurance delivered (Increase of $21,591,476)................ 0.000.005.0505 167,418,905 
Total insurance in force (Increase of $116,066,387)................0.00 00000 1,028,401,673 
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SALE OF CONFISCATED LIQUOR IS 
BANNED 
Hospitals Not Permitted to Purchase Such 
Stocks Because of Poisonous Quality 
of Beverages 


United States Attorney Hayward recently 
issued a ruling forbidding the lederal author- 
ities to sell to hospitals such liquors as have 
been taken in raids by prohibition operatives. 
3everages thus seized were formerly disposed 
of to hospitals and similar institutions at 
nominal prices, but the new order forbids this 
practice. In making his decision the attorney 
stated that the poisonous quality of the al- 
coholic breverages now imported and manu 
factured by hootleggers rendered them unfit 
for consumption either by invalids or healthy 
persons and that to continue to allow hospitals 
to purchase the seized goods would be to 
seriously endanger the health o/ patients. 

This ruling is in line with the arguments 
advanced by THE SPECTATOR in an article en- 
titled “To Your Health!” which appeared in 
these columns recently. This article was 
favorably commented on by newspapers and 
magazines throughout the country and was 
cited as an authoritative discussion of the sub- 
ject. It presented the results of an interview 
with Dr. J. M. Doran, head of the Industrial 
Alcohol and Chemical Division of the United 
States Bureau of Internal Revenue, and related 
facts concerning the manufacture and disposi- 
tion of bootleg liquor as well as detailing the 
harmful effects which come from its use. The 
article “To Your Health!” has been set up in 
pamphlet form and is now being sent out by 
life insurance companies for the information 
and education of their policyholders and with 
a view to reducing the mortality rate and 
eliminating the losses occasioned by preventahl 
disease. 


Massachusetts Mutual Life Statement 


The seventy-second annual report of the 
Massachusetts Mutual Life Insurance Com- 
pany, Springfield, Mass., is in accord with the 
general advancement in life insurance during 
the past year. The company issued and paid 
for $167,.418,905 of new insurance, this figure 
exceeding by $21,591,476 that representing the 
new business of 1922. The company now has 
insurance in force totaling $1,028,401,673 on 
332,180 policies. The number of new policies 
issued during 1923 was 37,858. Of the new in- 
surance issued, 30.7 per cent was required to 
replace insurance terminated and 69.3 per cent 
was added to insurance in force. 

The company paid out, during 1923, $5,005,- 
571 in dividends to policyholders, and in death 
claims, $7,000,798. Total payments to policy- 
holders amounted to $17,149,324. The company 
will maintain the present dividend schedule 
during 1924. The actual mortality was 40.5 per 
cent of the expected. 

The company now has total assets amounting 
to $182,613,798 and total liabilities to the 
amount of $173,226,956. This gives them a 
surplus to policyholders of $0,386,842, an ir- 
crease of $1,781,384 over the same figure for 
1922, Total receipts during 1923 were 











‘TO YOUR HEALTHY 


An Educative, Life and Health Saving 
Leaflet for Policyholders 


Chief Government Chemist Tells 
What Bootleg Liquor Contains 
and How It Poisons Users 


Life Insurance Companies Are Rend- 
ering Great Sociological Service 
and Reducing Mortality Rate 
By Its Distribution 


Startling facts are presented dispas- 
sionately and impartially in the very 
important leaflet entitled ‘‘To Your 
Health!”’ ‘This is a reprint of an inter- 
view by a representative of THE SPECTA- 
TOR with Dr. J. M. Doran, head of the 
Industrial Alcohol and Chemical Divi- 
sion, United States Bureau of Internal 
Revenue, and is based upon the findings 
in 75,000 analyses of bootleg liquor. 

“To Your Health!”’ is so prepared 
that it is conveniently enclosed with 
periodic premium notices and 


IS BEING SENT BY LIFE INSUR- 
ANCE COMPANIES TO THEIR 
POLICYHOLDERS, 
thus performing a service for the latter 
and helping, by dispelling dangerous 
ignorance, to prevent disease and 

lengthen life. 


Public Should Be Enlightened 


As Dr. Doran well says: “ Public en- 
lightenment on these matters is necessary. 
The work of the chemist is rendered in- 
effective unless other professions interested 
tn public health matters lend their efforts 


towards bringing a fuller knowledge of 


these basic scientific facts before all. The 
public is entitled to know these things in 
order that it may act with intelligence in 
its own protection.” 


“TO YOUR HEALTH!”’ 


is gotten up attractively as a 16-page 
leaflet, to fit a No. 6 envelope, for send- 
ing to policyholders with their premium 
notices. 


PRICES: 


1000 copies $50 25,000 copies $750 

5000 ‘ 200 30,000 mS 900 

10,000 ‘‘ 375 50,000 ‘ 1,250 
100,000 copies, $2,000 


On orders of 1000 copies or more the 
inscription of company or general agent 
will be printed without extra charge. 
On orders of less than 1000, $5 additional 
for inscription. 


Please remit by money order or bank draft on 
New York, to avoid exchange charges. 


THE SPECTATOR COMPANY 


135 William Street 
NEw YorK 


CHICAGO OFFICE 
Insurance Exchange 
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$43,847,541 and total disbursements were 
$25,669,726, leaving $18,177,815 to be added to 
the invested assets. 

The officers of the Massachusetts Mutual are 
William W. McClinch, president; William H. 
Sargeant, vice-president; Henry Loeb, second 
vice-president; Wheeler H. Hall, secretary. 


Death of James L. Kenway 

The United States Life Insurance Company 
announces, with deep regret, the death, on Jan- 
uary 19, of James Llewellyn Kenway, assistant 
secretary of the company. 

Mr. Kenway was born in Neath. Wales, on 
January 16, 1867. He was educated at Sidcot 
Schocl, Somerset. After studying law for a 
short time he came to New York and obtained 
a position in the policy department of the 
United States Life Insurance Co. Shortly 
after he became head of the department, and on 
March 8, 1898, was appointed to the position 
which he held at the time of his death, having 
been connected with the company for nearly 
thirty-seven years. He is survived by his wife 
and son. 

At the funeral services on Monday, January 
21, there were representatives from St. 
George’s Society, St. David’s Society, the 
British Schools & Universities Club, as well as 
officers and associates of the United States 
Life Insurance Company. 

Correct Dividends of Northwestern Mutual 

In its issue of January 3, THE SpeEcraToR 
printed the dividends of the Northwestern 
Mutual Life Insurance Company payable in 
1924 on three forms of policies; ordinary life, 
twenty-payment life and twenty-year endow- 
ment. Through an inadvertence the exhibit 
for the twenty-payment life form showed the 
1623 scale. 

The publishers, therefore, take this opportu- 
nity to adjust the error and to express their 
regret that it should have occurred. The cor- 
rect figures are as follows: 

TWENTY-PAYMENT LIFE 
Casi Divinenns Per $1000 PayasLe In 1924 








Year 
Policy ’ 

Was — Age — 
Issued 95 30 35 40 45 50 
Premium ... 30.63 33.44 86.85 41.10 46.57 53.86 
TSe 3. ec 7.96 8.58 9.07 9.57 10.08 11.15 
1980 4.0055. CO 8.24 8.76 9.24 9.72 10.62 
RGee So cauns “eee 7.90 8.45 8.92 9.39 10.11 
WSS icc. BS 7.58 8.17 8.63 9.07 9.67 
1925 «- 6.79 7.20 7.89 8.30 8.77 9.24 


Will Fight ‘‘Twisting”’ 

Sart Lake City, Utan, January 15.—State 
Insurance Commissioner J. W. Walker is wag- 
ing a fight against the “twister.” A warning 
against such methods has been issued through 
the aid of the press and the public is urged to 
lend all possible aid in suppressing the evil. 
Mr. Walker points out the penalties for twisting 
insurance policies provided by the Utah laws 
and says he will prosecute, if necessary. In 
discussing the subject with a reporter Mr. 
Walker said “A policy can only be twisted 
through misrepresentation, and the changing of 
a policy under these conditions is never to the 
advantage of the policyholder.” 
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ATLANTA UNDERWRITERS MEET 


F. L. Willis Elected President 

ATLANTA, Ga., January 21.—The agency sys- 
tem is the foundation of the insurance business 
in America, M. J. Cleary, vice-president in the 
Northwestern Mutual Life Insurance Company, 
declared here last Friday in an address before 
the Atlanta Association of Life Underwriters, 
assembled at luncheon to elect new ofticers. 

“It is because of the agency system that 
Americans carry more insurance that the people 
cf other countries combined,” said Mr. Cleary. 
“People are not going to buy life insurance like 
other commodities; it must be sold to them 
under a different system and the agency system 
is the foundation of the insurance business in 
America.” 

Mr. Cleary, former Insurance Commissioner 
for Wisconsin, related the success of the Wis- 
consin State Life Insurance Company, organ- 
ized to eliminate the “middle-man” in the sale 
cf life insurance. That company, he said, has 
a total of less than $500,000 in policies out- 
standing. 

F. L. Willis, agent for the New England 
Mutual Life, was elected president, succeeding 
Harry I. Davis of the Massachusetts Mutual. 
Walter Powell of the Volunteer Life was 
elected vice-president and W. F. Helms of the 
Guardian Life was re-elected as secretary and 
treasurer. 

A number of prominent out-of-town insur- 
ance men attended the luncheon, including 
Joseph C. Behan, superintendent of agencies 
for the Massachusetts Mutual; Wrayburn C. 
Benton, assistant superintendent of agencies 
for the same company, and John J. Hughes, 
assistant superintendent of agencies for the 
Northwestern Mutual. 


Hoey & Ellison to Sell Life Insurance 


Hoey & Ellison, a firm of fire and casualty 
agents playing an important part in the pro- 
duction end of the insurance business of New 
York, have decided to add to the facilities oi 
their office and have accepted a general agency 
for the United States Life Insurance Com- 
pany, according to an announcement by Henry 
Moir, president of the company. 

This is the second general agency placed by 
Mr. Moir in a fire and casualty office within 
a few weeks. It will undoubtedly be a strong 
connection, as both James J. Hoey and Bennett 
Ellison, who comprise the firm, are large pro- 
ducers and influential in the business. 
Provident Life Doing Big Group Business 

CHATTANANOOGA, TENN., January 19.—Since 
the first of the year, contracts with nine 
southern railroads, protecting workers on these 
roads, have been signed by the Provident Life 
and Accident Insurance Company of Chat- 
tanooga. This brings the total number of rail- 
roads which cooperate with the Provident for 
the protection of their workers up to sixty-six 
in number, making the total mileage of such 
roads well over twenty-five thousand. 

The Prevident is carrying over into the New 
Year all of the impetus it obtained in 1923 
when it enjoyed a fifty per cent increase in 


premium income. The older departments of 
the company are reporting splendid progress, 
while the life department has set a goal of 
nearly three times last year’s production. 


Life Insurance Results 

Bankers Life Company, Des Moines.—New 
paid-for business over $123,000,000, gain over 
$1922, $3,000,000. 

Northwestern National Life, Minneapolis.— 
New paid-for business, $42,542,232; increase, 
£5\579,349; insurance in force, $173,298,708 ; in- 
crease, $20,768,576. 

Northern States Life, Hammond, Ind—New 
paid-for business, $2,385,873; insurance in 
force, $17,713,512; assets, $1,984,801; income in 
1023, $635,652; disbursements in 1923, $432,1¢6. 


Issues Commemoration of Abraham 
Lincoln 

The Lincoln Life Insurance Company, Chi- 
cago, has prepared a souvenir of Lincoln’s 
birthday, consisting of a bas-relief, on a heavy 
cardboard background suitable for hanging or 
framing, of a bust of the great “Emancipator.” 
Below the pictured image there is a facsimile 
of the famous letter written by Lincoln to 
Mrs. Bixby of Boston, whose five sons were 
killed in the war of secession. The company 
will send the memento to its policyholders and 
friends throughout the country. 


Reserve Loan Agents’ Business 

The Reserve Loan Life Insurance Company 
has classified the production of its agency force 
for 1923. The company’s report shows—four 
leaders who produced, respectively, $794,000, 
$670,000 $534,000 and $353,000. 

In addition to these leaders there were: Three 
agents who produced from $300,000 to $350,000, 
four agents who produced from $275,000 to 
$300,000, seven agents who produced from $200,- 
000 to $250,0c0, four agents who produced from 
$150,000 to $200,000, twenty-three agents who 
produced from $100,000 to $150,000, fourteen 
agents who produced from $75,000 to $100,000 

The writing of these fifty-nine men agegre- 
sate $10,700,000 of insurance. 


Indianapolis Life Conference 

INDIANAPOLIS, IND., January 21.—About fifty 
district agents of the Indianapolis Life Insur- 
ance Company were present at a conference 
held at the new home of the company, Meridian 
and Thirtieth streets, recently. While the com- 
pany operates in seven States, Ilinois, Indiana 
and Ohio were the only States represented at 
this conference. 

The conference opened with an inspection of 
the new quarters of the company which pre- 
viously were the residence of the late ex-Vice- 
President Charles Warren Fairbanks. A 
lurcheon was given at the office, which was fol- 
lcwed by various addresses by officers of the 
company, including Frank P. Manly, president ; 
Kk. B. Raub, vice-president and counsel; A. L. 
Portteus, cashier, and Joseph R. Raub, secre- 
tary. 
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PRUDENTIAL ASSETS PASS 
$1,000,000,000 

Total Paid-for Business Nearly 
$1,500,000,000 

Annual announcement by the Prudential [p- 
surance Company of America, of its 1923 busj- 
ness, shows that for the first time in the com- 
pany’s history its assets have passed the bil- 
lion dollar mark. 

Last year its total paid-for business, includ- 
ing new policies, revived policies, and increased 
policies totaled over $1,470,400,000, an increase 
of $150,300,000 over 1922. 

Its increase in insurance in force in 1923 
amounted to $822,800,000, which was $176,600,- 
ooo more than the same phase of the business 
showed for the preceding year. 

The total amount of insurance in force, 
pledged to be paid to millions of policyholders, 
is $7,137,000,000, which is an increase of $822, 
800,000 over 1922. 

Prudential payments in claims to policyhold- 
ers and beneficiaries last year amounted to $61,- 
469,400, an increase of nearly $10,000,000. 


In the Days of the Covered Wagon 

Under the above title, the Stratford Lee 
Morton Agency of the Connecticut Mutual Life 
Insurance Company has put out a handsome 
brochure, with wood-cut illustrations, detailing 
the opening of the American West and the 
growth of the city of St. Louis, where the 
agency is located. The booklet, printed on white 
deckle-edge paper and copyrighted by Strat- 
ford Lee Morton, gives a complete and intensely 
interesting history of St. Louis and the West 
from 1848 to 1923, together with the story of 
the progress of the agency and the accomplish- 
ments it has achieved during its seventy-five 
years of service to the insuring public. It was 
in celebration of the seventy-fifth anniversary 
of the agency that the pamphlet entitled “In 
the Days of the Covered Wagon” was com- 
piled. Governor Hyde of Missouri, in con- 
gratulating the Stratford Lee Morton agency 
on its long-sustained efforts, stated: 

“The Connecticut Mutual has served the 
people of Missouri well, not only in making 
good every contract but also in investing its 
funds within the borders of the State.” 


National Life Association Results 


The National Life Association of Des Moines, 
Iowa, closed the year with business in force 
amounting to $80,060,500. The increase during 
the year was $7,164,000. The association reports 
admitted assets of $2,312,702 as of December 
31. 1923, and a reserve of $2,040,238. The re- 
serve was increased by $272,948 during the 
year just passed. The association paid losses of 
$615,257 during the year. 

Officers of the association are: James P. 
Hewitt, president ; M. L. McCoy, vice-president ; 
I. S. Kinney, secretary; F. W. Stuart, assist- 
ant secretary; Dr. William Stevenson, medical 
director; Dr. L. K. Meredith, assistant medical 
director; A. S. Maddox, agency manager. 
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William Alexander’s Educational Series 


The last of the series of five books written 
by William Alexander for the instruction and 
guidance of insurance salesmen will be issued 
in a few weeks and may now be ordered from 
The Spectator Company. 

Each volume in this series is complete in 
itself, but the agent who wants to develop his 
business rapidly will gain enormously by taking 
advantage of the entire course, particularly 
the first book, entitled “What Life Insurance 
Is and What It Does.” Practice will teach the 
agent how to sell insurance, but will not ground 
him in the basic principles on which all sound 
life insurance rests.. And this book explains 
why it is that a life insurance company founded 
on these principles and prudently conducted is 
as “steadfast as the everlasting hills.” The 
agent who is ignorant of these truths lacks 
courage. But when he familiarizes himself 
with them he will acquire unbounded confidence 
and will speak with convincing force. 

The other volumes deal altogether with sales- 
manship. 

The forthcoming volume is entitled “One 
Hundred Ways of Canvassing.” It describes 
a multitude of plans that successful field men 
have found useful. But perhaps the chief 
value of the book is in the pertinent comments 
of the author. 

This book is divided into twenty chapters, 
each dealing with certain phases of the art and 
practice of selling insurance. A table of con- 
tents introduces each chapter, thus enabling the 
reader to find and utilize the various methods 
of treating particular problems. 

Mr. Edward A. Woods of Pittsburgh ex- 
presses the opinion that this is one of the most 
practically valuable books Mr. Alexander has 
written, and says: 

“I can imagine no agent who could not 
freshen up his selling methods by reading this 
book over; as a matter of fact, like Heinz’ 57 
varieties, there are far more than 100 selling 
suggestions in it. It is full of them. It not 
only reminds the old agent of successful but 
perhaps forgotten methods, but it also teaches 
the new man things he might otherwise not 
find out. 

“It should be in the library of every insurance 
man who wants to progress.” 

Mr. William J. Graham, who has often been 
characterized as a master salesman, says: 

“My first observation would be that the book 
will prove, in my judgment, of benefit to every 
life insurance agent in the business. It is a 
most entertaining book and the first compila- 
tion I have ever seen of authoritative expres- 
sions on life insurance sales from life insurance 
sellers,” 

Others who have seen advance sheets of 
“One Hundred Ways of Canvassing” predict 
that it will be the most popular of the series. 
Price per copy, $3.50. 


—The Farmers Mutual Life Insurance Company of 
Malvern, Ark., is now ready to write business. It is 
@ mutual organization charging a membership fee of 
$3 for ages fourteen to sixty inclusive, requiring no 
medical examination and issuing a benefit policy of 
4 maximum of $1000. It is organized in circles. 


Missouri State Shows Big Increase 

President M. E. Singleton of the Missouri 
State Life Insurance Company, St. Louis, re- 
porting to his directors at a recent meeting, 
said that the company issued new life insurance 
during 1923 to the amount of $155,449,488, an 
increase over the amount issued in 1922 of 
$51,115,879. The company now has insurance 
in force to the amount of $475,735,9908, an in- 
crease over the same figure at the close of 
1922 of $90,156,253. The admitted assets are 
$45,989,000, as compared with $39,600,000 in 
1922. Premium income for the year amounted 
to $13,970,000, as compared with $11,153,000 
for 1922. 

The company established ten new branch 
offces in metropolitan centers during 1923, to 
which the increases were principally due. The 
officers of the company were reelected. 


New and Retired Fire and Marine Com- 
panies in 1923 

3elow will be found lists of fire and marine 
insurance concerns which were organized or 
projected in the United States during the 
year 1923, including stock and mutual com- 
panies and Lloyds and reciprocal underwriters’ 
associations which have retired from business 
during the past year. It will be observed that 
the new concerns organized or projected num- 
ber fifty-four against stock, mutual, reciprocal 
and Lloyds retired to the number of twenty. 


FirE INSURANCE RETIREMENTS IN 1923 
American Stock Companies 

American Merchant Fire, Kansas City, Mo ; 
reinsured in Liberty Fire, St. Louis, Mo. 

Cleveland National, Cleveland, Ohio; re- 
insured in Niagara Fire, New York. 

Des Moines Reinsurance Fire, Des Moines. 
la.; reinsured in the Inter-Ocean Reins. Co. 
Cedar Rapids, Ta. 

Firemen and Mechanics, Indianapolis, Ind.; 
reinsured in Marquette National Fire, Chicago, 
Til. 

Globe National Fire, Sioux City, Ia.; dis- 
solved. 

Majestic Fire, Topeka, Kansas; receiver ap- 
pointed. 

Marine and Motor, Galveston, Tex.; retired. 

Ohio Valley Fire and Marine, Paducah, Ky.: 
receiver appointed. 


Mutual Companies 

Commercial Mutual Fire, Mitchell, S. D.: re- 
insured by Druggists Mutual Fire, Mitchell. 
Ss: B 

Iowa Auto. Owners Mutual, Towa Falls: re- 
ceiver appointed. 

Merchants Mutual Fire Underwriters, Miami, 
Fla.; receiver appointed. 

Mid-West Farmers Mutual, Indianapolis: 
reinsured by Grain Dealers National Mutual 
Fire of Indianapolis. 

Mid-West Mutual, Wichita, Kansas; receiver 
appointed. 

National Mercantile Mutual Fire, New AlI- 
bany, Ind.; receiver appointed. 
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Phoenix Mutual Fire, Phoenixville, Pa., re- 
tired. 

Pioneer Mutual, Mo.; receiver appointed. 

Security Mutual, Mo.; receiver appointed. 


COMPANIES MERGED IN 1023 

Great Republic, Des Moines, ia.; merged 
with North American National, Des Moines, 
Iowa. 

Merchants & Shippers, New York; merged 
with United States Lloyds, Inc., N. Y., under 
the title of United States Merchants & Shippers 
Insurance Company, New York. 

United States Lloyds, Inc., N. Y.; merged 
with Merchants & Shippers Insurance Com- 
pany, N. Y., under the title of United States 
Merchants & Shippers Insurance Company, 
Na ¥. 


NEw AND ProjyecTED StocK COMPANIES 


Name and Location of Company Capital 
Allied Fire Insurance Company, 

Wile ONG Voss acencocaandtnasacen: 200,000 
American Fire Reinsurance, Daven-, 

Dost, TdWa< occacdsceessxcansnewece Snaeee 
American Union Insurance Company, 

ING@QE WV GGlta. coca ce tae oucina carers 500,000 
American Securities Fire Insurance 

Company, Memphis, Tenn......... 1,000,000 
American Standard Fire Insurance 

Company, Nashville, Tenn......... 100,000 
Brotherhood of Locomotive En- 

gineers Fire Ins. Co., Cleveland, O. 100,000 
Central Federal Fire Insurance Com- 

pany, Davenport, Iowa........... 200,000 
Continental Assurance Co. of North 

Ameriea.. Chicago, Ws. o.¢ <ece0<:enc 500,000 
Eagle Fire Company of New York, 

Nee Mia ion ekee dee scausteaueaeee 500,000 
East and West Insurance Company, 

New Haven, Contin... cescccscoss 500,000 
Europe Insurance Company, New 

MOE 4:9 Kadawon near eueeteneen 200,000 
Export Insurance Company, New 

Welle «cc ciccle nese ope seusewatens 400,000 
General Insurance Company of 

America, Seattle, Wash........... 572,200 
Industrial Insurance Company, Den- 

“Gr Colouadenssc.oecatucoueeweas 50,000 
Jackson Fire Insurance Company, 

Jaeksom, MSS. 2 2c conn ctunscaeuos 50,000 
Lincoln Fire Insurance Company, 

New Mask «2 s6:cc.eescwcsnesecees 400,000 
Los Angeles Fire Assurance Com- 

pany, Los Angeles, Cal........... 1,000,000 
Manhattan Fire and Marine Insurance 

Company, Néw Yor. wciccesccesces 400,000 
Merchants Insurance Company, Prov- 

idence). We Ede we cticcioa ns easnmare 300,000 


Mid-Continent Fire and Marine In- 
surance Co., Chicago, Ill.........- 1,000,000 
National and Overseas Insurance 


Company; New York........05.. 200,000 
Old Dominion Fire Insurance Com- 

pany, Inc., Roanoke, Va........... 100,000 
Outlook Fire Insurance Company, 

Flarttord. €diliie.... on sesseweunes 200,000 


Philadelphia Fire and Marine In- 
surance Co., Philadelphia, Pa...... 1,000,000 
Presidential Fire and Marine In- 


surance Company, Chicago, Ill..... 100,000 
Southeastern Fire Insurance Com- 

pany, Greensboro, N. C........... 500,000 
Southern Fire Insurance Company, 

Phish NAO 2s cea acces ace 100,000 
Transatlantic Insurance Company, 

Wewr WOeKe o.2c2scesanseinea tae 200,000 
Travelers Home Fire Insurance Com- 

Patty; Chicdde Be seo acc atumaicn as 100,000 
Triangle Automobile Insurance Com- 

pany, Pittshureh, Paz... <c<«o. o> eeraae 
World Fire and Marine Insurance 

Co. Hartford, Conm:<..2.«. ....+ 1,000,000 
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The Steadying hand in 
NATIONAL progress 


Every project vital to the life of the 
nation is dependent upon Insurance. The 
business of protection has become a 
‘great national force, no less than that of 
the railroads and banking systems, by 
enabling other industries to forge ahead 
despite the menaces that would stagnate 
their growth. 


Through its vast operations, the L. & L. 
& G. forms an important part of this 
industrial background. Its steadying 
influence is felt, for example, amidst the 
throb and bustle of many great mines 
throughout the country. Its stability 
has won particular recognition for the 
L. & L. & G. among men whose task it is 
to unearth power for the work of the 


nation. 
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t= HAMPTON ROADS 


FIRE 4» MARINE 
Insurance Company 


NORFOLK, VIRGINIA 


Address Home Office For Agency Connection 


HENRY G. BARBEE JAMES A. BLAINEY GEORGEA. MoRIN, 


President Managing Under. 
Fire Dept. 


Vice-Pres. and 
Secretary 
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MUTUAL CONFIDENCE FOUND |; 


The agents of the Ohio Farmers have im- 
plicit confidence in the management. There 
is no suspicion lurking in their minds as to 
whether they are being dealt with honestly 
and frankly. They realize that the manage- 
ment regards them as an integral part of 
the organization vital to its welfare. They =|: 
deserve square treatment and they get it. 
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HOME OFFICE, NEW YORK 


CASUALTY INSURANCE 
FIDELITY AND SURETY BONDS 


We seek to'deserve our progress and the sustained 
confidence of the public by giving our agents 
practical support—in which the first essential is a 
Claims Service equal to the moral obligation of our 


contracts. 
The Royal Indemnity Adviser. 
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THE 


FIRE INSURANCE 
POCKET INDEX 


for distribution to policy- 
holders and prospects 


A WONDERFUL WORK OF 
REFERENCE—THE BEST 
AND EARLIEST CHART 


Every Fire Insurance Agent 
Needs it in his business 


The Fire Insurance 
Pocket Index 


contains a vast amount of 
condensed information, includ- 
ing Statistical Tables and Lists 
of 


ALL STOCK FIRE INSURANCE COM- 
PANIES 


operating in the United States 


200 IMPORTANT MUTUAL COM- 
PANIES 


ALL LLOYDS AND RECIPROCALS 
ALL UNDERWRITERS’ AGENCIES 


CLASSIFICATION OF PREMIUMS 
AND LOSSES 


UNDERWRITING PROFITS AND 


LOSSES 
Also other Useful Information 


It is the Earliest Chart Published 
It is Issued Yearly in March 
It Contains 108 Pages 
and is 


A POCKET ENCYCLOPEDIA OF 
FACTS AND FIGURES 


It posts the agent and enables him 
to intelligently advise his clients. 


PRICES 
Per copy, Manila Tag, 75 cents 
100 copies, with imprint $30. 


Special rates for large quantities 


THE SPECTATOR COMPANY 
Publishers 


CHICAGO NEW YORK 











NEw AND ProyectEeD MutuaL CoMPANIES 

Automobile Dealers Preferred Mutual Fire 
Ins. Co., New York. 

Cass County Mutual Fire Insurance Co., Vir- 
ginia, III. 

Coast Mutual Fire Insurance Company, 
Portland, Oregon. 

Farmers Mutual Fire of Cumberland 
County, Crossville, Tenn. 

Farmers Mutual Fire of White County, 
Sparta, Tenn. 

Farmers Union Mutual Fire Insurance Com 
pany, Burke, S. D. 

Federal Mutual Automobile Ins. Co., Boston, 
Mass. 

First Mutual Fire Insurance Company, 
Newark, N. J. 

Guaranty Mutual Hail Insurance Company. 
Topeka, Kansas. 

Lincoln Mutual Insurance Company, Topeka. 
Kansas. 

Metropolitan Fire, Independence, Mo. 

Milk Products Mutual Insurance Company, 
Chicago, Ill. 

Missouri State Mutual Insurance Company, 
Kansas City, Mo. 

Paris Mutual County Fire Insurance Com- 
pany, Paris, Ill. 

Progressive Mutual Fire Insurance Com- 
pany, Dallas, Texas. 

Roosevelt Mutual Fire Insurance Company, 
New York. 

South Arkansas Mutual [Fire Association, 
Smackover, Ark. 

Standard Mutual Fire Insurance Company, 
Dallas, Texas. 

Theater Mutual Insurance Company, Topeka, 
Kansas. 

West Texas Mutual Fire Insurance Com- 
pany, Sagerton, Texas. 


New Luioyps RecrprocAL AND INTER-INSUR- 
ANCE ASSOCIATIONS 
Inland Lloyds, New York. 
Minnesota Insurance Underwriters, Min- 
neapolis, Minn. 
Texas Lloyds, Waco, Texas. 
SUMNER BALLARD’S LUNCHEON 
Hon. John H. McCooey Is Guest of Honor 
at Notable Gathering 


Sumner Ballard, head of a large group of 
insurance companies, gave a luncheon at the 
Banker’s Club in New York city last week 
which was attended by many prominent offi- 
cials and insurance executives. Hon. John H. 
McCooey of Brooklyn, who left for Florida 
that evening, was the guest of honor, and the 
address, wishing him a pleasant journey and 
safe return, was delivered by Hon. Bainbridge 
Colby, former Secretary of State. The in- 
suratice men and political office-holders were 
enabled to talk over interlocking problems and 
plan new activities for 10924. 

Among those who accepted the hospitality of 
Mr. Ballard were: Hon. Edward Riegelmann, 
president of the Borough of Brooklyn; Hon. 
Bainbridge Colby; Hon. Thomas Drennan, fire 
commissioner; Hon. John M. Hartman, sheriff 
of Kings county; Rafael R. Govin, president 
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of the Journal of Commerce; Augustus S. 
Hutchins; Hon. Charles J. Dodd, district at- 
torney, and Louis Goldstein, assistant district 
attorney of Kings county; Ralph Jonas; Joseph 
S. Blume; Gustav H. Kehr; John A. Forster. 
president of the North River Insurance Com- 
pany; Charles G. Smith, president, Great 
American; J. Lester Parsons, president, United 
States Fire; Hon. William E. Kelly, county 
clerk, Kings county; Hon. Jamies W. Lown, 
Deputy Superintendent of Insurance; Samuel 
Deutschberger, Chief Examiner of Insurance 
Department; David Rumsey; William  B. 
Joyce, chairman, National Surety; John H. 
Packard, United States manager, London As- 
surance Corporation; Hon. Jesse S. Phillips, 
former Superintendent of Insurance; Edward 
E. Hall; E. A. St. John, president, National 
Surety; Hon. William J. Tuily, general 
solicitor, Metropolitan Life, and others. 


A. R. Small in New York 
A. R. Small, vice-president of the Under- 
writers Laboratories, has established himself in 
the New York office of the organization. This 
office is at 109 Leonard street. 





Good Faith 


between Agent or 
Broker and Com- 
pany is the best 
guarantee of secur- 
ity for the holder 
of any Policy 


contract 


RALPH B. IVES, President 


Good Faith 


in all its relations 
has been a guiding 
principle of the 
Attna (Fire) Insur- 
ance Company dur- 
ing More Than a 
Century of 


Service 


AGENTS AT ALL IMPORTANT POINTS 
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THE DEMAND FOR AN OUTLET FOR CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN’S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa. 


Assets - - - - $3,869,851.08 
Capital - - - - 750,000.00 
Surplus - - - - 608,462.35 
Voluntary Catastrophe Reserve 200,000.00 


Reserves - 2,311,388.73 


RE-INSURANCE ONLY 


Specializing in Workmen's Compensation Catastrophe and Excess Liability Treaties 


- - 


Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 
Financially Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 

















The Columbian National 
Life Insurance Company 


Boston, Massachusetts 
Arthur E. Childs, President 


Columbian National Agents are in a position to offer 
the best forms of 


LIFE, ACCIDENT, AND HEALTH INSURANCE 


Policies backed by one of the strongest companies 
in the country, having ample capital, surplus and 
highest standard of reserves. 











GOING -- GOING! 


Recently we published a list of States 
in which we had openings for direct Home 
Offce Agencies providing liberal first 
year commissions, splendid renewals, and 
an ideal arrangement for financing the 
Agency. on 

Following is the original list. 
*Memphis, Tenn. Sioux City, la. 
*Indianapolis, Ind. *Kansas City, Mo. 
Grand Rapids, Mich. Topeka, Kansas 
Roanoke, Va. Missoula, Mont. 
New Orleans, La. Helena, Mont. 
Rockford, III. *Denver, Colo. 
*Nashville, Tenn. *Springfield, Il. *Huron, S. Dakota 
Chattanooga, Tenn. Des Moines, Ia. 

*Indicates that this territory has been closed. 


Behind the Agency contracts which we offer there are 42 
years of honorable dealing. The Company is purely mutual. 
It was one of eleven that did not cut dividends during the 
Influenza and War, in addition to which a new dividend sched- 
ule, substantially increasing the old one, was announced 
September Ist. 





*Cleveland, Ohio 
Columbus, Ohio 
Cincinnati, Ohio 
*Richmond, Va. 
*Knoxville, Tenn. 


Address in confidence 
O. J. LACY, 2nd Vice-President, in Charge of Agencies 


THE MINNESOTA MUTUAL LIFE INSURANCE CO., 
Saint Paul . 




















: | State Mutual Life Assurance Co, 


of Worcester, Massachusetts 
INCORPORATED 1844 





_ The Company's EIGHTY YEARS of constructive and progressive service 
in the interests of its policyholders have resulted in steady, healthy growth 
rhe insurance in force is now more than double the amount of insurance in 
force eight years ago. 

The Company’s Investment Income Has Paid More Than All Death 
Losses. 
B. H. Wright, President D. W. Carter, Secretary 

Stephen Ireland, Superintendent of Agencies 























THE 


Boston Mutual Life Insurance 
Company 


“The Company of the 


77 Kilby Street is Comte a BOSTON, MASS. 


H. O. EDGERTON, President E. C. MANSFIELD, Sec’y & Treas. 
ROBERT KING, Supt. of Agencies 
A corporation organized and operating under the Insurance laws of 
Massachusetts. All desirable forms.of up-to-date contracts issued, 
CORRESPONDENCE SOLICITED 
Boston Mutual Contracts in their wording are perfectly simple and their 
benefits SIMPLY PERFECT. 





Service of Quality to Policyholdere 
Contracts of Superiority to Representatives 


NATIONAL 
CASUALTY 
AO} 


LETROM 





Write for information relative to open territory. Have two 
or three agencies with business established where change is 


desired. 





WANTED 


Producers who desire the best monthly premium Health and Accident 
Policies on the market. Excellent contracts. First-class Company. No 
Experiments, chance for promotion. 

FEDERAL CASUALTY COMPANY - = - DETROIT, MICHIGAN 
POLICY WITH FUNERAL BENEFIT 
Sold by—DETROIT CASUALTY COMPANY = - DETROIT, MICH. 
(Same Management as Federal Casualty Company.} 
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FOR SEVENTY-NINE YEARS 


the Mutual Benefit has always 
been a purely mutual institu- 
tion operating under a per- 
petual charter, dominated by 
the one thought of service to 
policy-holders. 


THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


1845-1924 


Newark, New Jersey 
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WESTERN UNION LIFE 


Licensed in Connecticut, Califor- 
nia, Colorado, Indiana, Illinois, 
Iowa, Idaho, Kansas, Minnesota, 
Missouri, Montana, Nevada, New 
Jersey, North Dakota, Ohio, Ore- 
gon, Pennsylvania. South Dakota, 
Utah, Washington and Wyoming. 
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WANT STATE FIRE INSURANCE FUND 
Virginia State Commission Has Plan for 
$800,000 to Start 


RicHMOND, Va., January 21.—A bill has been 
introduced in the lower house of the Virginia 
Legislature, creating a State fund of $800,c00 
to be raised out of the contributions by the 
various State departments for the purpose of 
carrying fire insurance on the State’s property. 
The contributions are to be at the rate of cur- 
rent premium charges, and after the fund has 
been raised, no further contributions are to be 
required until it has been drawn on to pay 
losses. his bill is in line with one of the 
recommendations of the State Commission on 
Simplification of Government, and its pro- 
ponents claim that it will save large amounts 
of money. The Virginia Association of Insur- 
ance Agents, through its legislative commit- 
tee, is preparing to fight the bill. If it is 
enacted, the State fund will be in charge of the 
bureau of insurance. 

A bill has been introduced in both houses 
providing for changes in the present work- 
men’s compensation law. The waiting period 
is shortened and small industries exempted from 
carrying workmen’s compensation under the 
present law will be compelled to carry insur- 
ance. If enacted, the bill will call for an in- 
crease in workmen’s compensation rates, which 
were reduced almost 6 per cent about sixty days 
ago, 

The bill is sponsored by the Virginia Federa- 
tion of Labor and the State Department of 
Labor. 


German Company May Enter U. S. 

A German organization, the Deutsche Aufbau 
Gesellschaft of Berlin, together with a foreign 
group of banking interests managed by Morgan 
Livermore Company, intends to enter a newly 
formed insurance company in the United States 
for the purpose of accepting business on a 
basis which has been in operation in Germany 
since 1921 but has not as yet been tried in 
this country. The system includes dwellings, 
ships and automobiles and consists, on houses, 


of a term contract for fifty or more years, 
during which period the company agrees to 
keep the structure in repair and at the ex- 
piration of which the company will pay the 
full face value of the policy irrespective of 
the condition of the building and the maturity 
date of the contract. Some doubt exists as to 
whether or not the laws here permit the en- 
trance of a company on such a footing. 

A similar type of contract is also written on 
ships and machinery, now also including auto- 
mobiles, but it is believed that the premium rate 
on the latter class would have to be dangerously 
high to enable successful writings. The pre- 
mium changed by a German company, the Haus- 
leben Versicherungs-Akt.-Ges., which has been 
doing business on this system, is said not to 
he excessive; such charges totaling about $4200 
on a fifty-five-year house contract for $10,000 
with decreasing premiums for longer terms. 


Rosecrans Company Appointed General 
Agent 

The Rosecrans Company, of 56 John street. 
New York city, has been named general agent 
for that district to represent the La Salle Fire 
Insurance Company of New Orleans. The 
Rosecrans organization is well and favorably 
known in the New York metropolitan section 
and has been in business there for about thir- 
teen years. Continued growth of the agency’s 
business has made necessary the enlargement 
of office quarters and this is now under way. 

The Rosecrans Company made excellent gains 
during 1923 and is well equipped to handle fire 
and casualty lines, having facilities for giving 
service which are among the best. The La 
Salle Fire, which has just chosen it as general 
agent, had assets, as of September 30, 1923, of 
$1,011,530 and the surplus to policyholders was 
$846,900. 


New York Pond of Order of Blue Goose to 
Meet 

The New York Pond of the Ancient and 

Honorable Order of the Blue Goose will hold 

a dinner meeting at Achtel-Stetter’s, Newark, 
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Monday evening, February 4. This will be a 
beefsteak dinner, and the guests will include: 
Jchn Stafford of Chicago, W. E. Mallalieu of 
New York and E. D. Marr of Kansas City, Mo. 


Have You Heard of This Man? 

In June, 1873, the Penn Mutual Life Insur- 
ance Company wrote a policy on the life of 
Hammond Hunter, Detroit, Mich., then a fire 
insurance surveyor. The policy lapsed in 1881 
and was given a credit payable at death or at 
age eighty. The policy is now payable. Re- 
peated efforts have been made to locate him 
but the only information obtained is that his 
father was a clergyman and that he himself 
left Detroit in 1876. 

The company hopes that as he was in the 
insurance business, some insurance man may be 
able to give information as to his whereabouts. 


Hail Rates in Kansas 


Topeka, Kan., January 21.—The new sched- 
ule of hail rates for 1924 in Kansas has been 
withdrawn by the stock companies and another 
schedule is to be submitted to the insurance 
department. There has developed a great deal 
of Opposition to some of the changes proposed 
it the new schedule, which raised the rates 
materially in nearly all of the counties in the 
Western half of the State. Only the North- 
west corner counties and those in the two low- 
rate zones in Eastern Kansas were not changed. 





Heads Texas Fire Prevention Division 


Austin, TEx., January 19.—Appointment of 
Ben E. Satterfield of Franklin to be chief of 
the fire prevention division of the State Fire 
Insurance Commission has been announced by 
the commission. Mr. Satterfield fills the vacancy 
caused by the recent resignation of Larry 
Mills, who resigned because he was not in 
accord with the political views of Governor Pat 
M. Neff. 


—John E, O’Brien and Lawrence L. Cassidy, at- 
torneys of New York, have formed a _ partnership 
under the firm name of O’Brien & Cassidy, with offices 
at 36 West 44th street. 
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THE SIGN OF GOOD CASUALTY INSURANCE 





LIABILITY BURGLARY 
ACCIDENT CREDIT 

HEALTH BOILER 

AUTOMOBILE LANDLORDS 

TEAMS ELEVATOR 
COMPENSATION GENERAL LIABILITY 


LONDON GUARANTEE & ACCIDENT CO. Ltd. °Zseneo™ 


Head Office: CHICAGO, ILL. 


} ¥ 





C.'™M. Berger, Manager; E. W Lang, Resident Manager, 90 Maiden Lane, N.Y. 
Philadelphia Branch Office 
_Wood Building, 512-514 Walnut Street, Philadelphia, Pa. 
ELMER A. LORD & CO., Resident Managers. 145 Milk Street, Boston; Mass. 








FIELD PRACTICE 


AN INSPECTION MANUAL 
For Property Owners, Fire Departments and Inspection Offices 
1922 Edition 
This well-known pocket manual is a standard guide in relation to common fire 
hazards and their elimination or reduction, and also as to 
Fire Protection and Upkeep. 

The general subjects which are treated in much detailin this valuable book, are: 
Lighting Hazards—Heating Hazards—Miscell Stationary Heating Devices Requiring 
Special Treatment—Commonly Found Miscellaneous Hazards—Power Hazards—Chemicals, 
Paints and Oils—Spontaneous Ignition and Dust Explosions—Care and Maintenance— 
Chimneys and Flues in Dwellings—Dwelling House Hazards—Automatic Sprinklers—Water 
Supplies to Automatic Sprinkler Systems—First Aid Fire Appliances—Fire Protectionin General 


Price per copy in substantial binding, $1.50 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 

















UNION HISPANO AMERICANA 


FIRE AND MARINE 
INSURANCE COMPANY 
31 SOUTH GILLIAM STREET 


New York 


MAHRINE INSURANCE AND REINSURANCE 
FIRE REINSURANCE 


TELEPHONE BROAD 4478 








INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1923 


Reserve for Unearned Premiums.............. $1,161,651 .59 

SOEAIO TDI SMNNEB PS ooo 5 leo ahotcis aio Gee iwicragieus 329,994.01 

CAE enn noes $500,000 00 

PE RMNIMIMIG 25505 shore vce Bicicle one ou 1,079,671 .23 

Surplus to Policyholders.................. 1,579,671 .23 
MOERUPAROBES i. 5ic.vciccice caveat $3,071 316.74 


Wm H. Palmer, President 
( > C. Lewis, Jr., Secretary 


. C. Watson, Treasurer 


E. B. Addison, Vice President 
Wm. Palmer Hill, Asst. Secretary 
J. M. Leake, General Agent 











ACTUAL MARKET VALUES USED FOR ALLSECURITIES 
Organized 1855 January 1, 1923 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK 
Cash Capital, . . . . $2,250,000.00 
Net Surplus, . . . . 4,436,386.20 
Surplus to Policyholders, 6,686,386.20 
Total Assets, . . . . 15,690,687.21 

EASTERN DEPARTMENT WESTERN DEPARTMENT 


NEAL BASSETT, President NEAL BASSETT, Pres. & Mgr. 
JOHN KAY, Vice-Pres. & Treas. WELLS T. BASSETT, Sec’y & 











NOW—Inventory Taking 


The beginning of a new year should be recognized 
by your clients as the time to take inventory of 
their insurance. 


Caution them against over or under-insurance 
as affected by high or low level costs. Ask this 
question: ‘‘Are your home and business so pro- 
tected today that, in the event of fire, you would 
realize full payment—100 cents on the dollar? 
In case of a loss on merchandise, will your records 
be complete, conclusive and show your insurance 
to be in the proper amounts?”’ 


Over-insurance means paying for more than one 
needs. Under-insurance means under-protection. 
Make it your responsibility to provide your clients 
with adequate insurance against future con- 
tingencies. 


Ghe CONTINENTAL 
INSURANCE COMPANY 


EIGHTY MAIDEN LANE, NEW YORK, N. Y 


CASH CAPITAL 
TEN MILLION DOLLARS 


HENRY EVANS NORMAN T. ROBERTSON 
CHAIRMAN OF THE BOARD PRESIDENT 


NEW YORK CHICAGO MONTREAL ~~ SAN FRANCISCO 

















A. H. HASSINGER, Secretary Asst. Manager 
NEWARK, N. J. CHICAGO, ILL. - 





AGENTS AND BROKERS! ADD TO YOUR 
INCOME! 


LEARN OF NEW OPPORTUNITIES FROM THE BOOK 


SURETY BONDS 


BY EDWARD C. LUNT 


A well known surety official and underwriter of long experience 


THE CHAPTER TITLES EMBRACE 
Preliminary and General Topics Judicial Bonds 
The Underwriting of Fidelity Risks from Contract Bonds 
the Standpoint of the Principal Depository Bonds 
Underwriting of Fidelity Bonds from the Fiduciary Bonds 


Standpoint of the Obligee 
Special Classes of Fidelity Bonds The Custody of Collateral Security 
Position Fidelity Bonds a lei 
Special Fidelity Bond Topics License and Permit Bonds 
Bankers’ Blanket Bonds Special Classes of Surety Bonds 
Public Official Bonds—General Considera-  Automobile-Conversion Bonds 

tions A Diffident Word to Home Office Execu- 
Public Official Bonds—Certain Important tives ; 

Species of the Genus Suggestions to Agents 


TABULAR INDEX—FIRST AID TO AGENTS 


An appendix contains a Tabular Index which is described as “First Aid to Agents,” and 
which, with notes, occupies 12 pages. It lists about all the important kinds of bonds that 
commonly come up in the day’s work, shows the classification of each, lists the page of the 
General Manual where it is treated and the section of this book where it is dealt with, and 
refers to notes giving general underwriting information about particular bonds. . 
Surety Bonds contains 370 pages of information which will be found of great service by 
surety underwriters, agents and brokers. 


Price per Copy, $2.50, Delivered. Discounts in Quantities. 


THE SPECTATOR COMPANY 
Selling Agents 


CHICAGO NEW YORK 
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| FIRE INSURANCE NOTES AND EVENTS 


NEW YORK SURVEYS 

The Insurance Institute of America.—Thv 
most interesting thing in regard to the In- 
stitute this week was the opening of the study 
courses in Cleveland, Ohio. Under the 
stimulating influence of the Fire Insurance 
Club of Cleveland, Mr. S. J. Horton, Secretary, 
the matter has been worked up and the first 
lecture was on Monday evening, the 21st in- 
stant. The speaker heard was the secretary of 
the Insurance Institute, E. R. Hardy. In 
addition to telling of the work of the Institute, 
he gave a formal address on the history and 
principles of fire insurance. 


BOSTON AND VICINITY 

Boston Library Report.—The annual re 
ports of the Boston Insurance Library Asso 
ciation show an active and profitable year. A 
net increase in association members of 73 is 
shown and the enrollment and interest in the 
evening classes conducted by the organization 
have been especially successful. U. C. Crosby, 
for many years president of the association, 
requested his name withdrawn for reelection 
as he is ill, and suitable resolutions were 
passed and sent to him. 

Death of Charles Judd.—The death of 
Charles C. Judd, founder of the agency of Judd 
& Parsons, doing business in Springfield and 
Holyoke, came as a distinct shock to his many 
Boston friends. Mr. Judd was 72 years of 
age and was active up till a few weeks before 
his death. 
golden anniversary in the business with a 


In October, 1922, he celebrated his 


gathering on Mount Tom, to which came many 
leading insurance executives from New Eng 
land and New York. Mr. Judd was the first 
president of the Federation of 
Massachusetts. 

License Revocations.—Alleged larceny of 
collected premiums has led to the revocation 
by Commissioner of Insurance Wesley E. 
Monk, of the licenses of Michael O. Gallagher 
of Waltham, Thomas J. Clifford of Fall River, 
and George E. Cassels of Nerth Attleboro. 

Propose Standard Policy Change.—The 
proposal of the Boston Clearing House Asso- 
ciation to make a change in the standard fire 
insurance policy form which would auto- 
matically cancel the policy if the premium was 
not paid within a time so stipulated, either as 
an amendment or as a rider to be attached to 
the policy, has been passed on by H. J. Taylor, 
counsel for the Insurance Department of 
His opinion states that such 
a change may be made, but it must apply alike 
to all policyholders in all sections of the State. 


Insurance 


Massachusetts. 


PHILADELPHIA NOTES 
Annual Fire Insurance Society Banquet.— 
The twenty-third annual banquet of the Fire 
Insurance Society of Philadelphia was held last 
week in the Bellevue Stratford Hotel. This 





banquet was probably the best ever carried 
out by the society and was attended by a most 
representative gathering of insurance men. The 
number present was said to be larger than any 
previous year. The speakers were General 
Smedley D. Butler, the present Director of 
Public Safety of Philadelphia, who told the 
insurance men that the cleaning up of Phila- 
delphia was just as much their problem as his; 
that he would run the police force and the fire 
department in the highest and most efficient 
manner possible, but that at the same time he 
was expecting them to do their duty with 
respect to assisting law enforcement, and par- 
ticularly he called upon them to assist in the 
regulation of Philadelphia's traffic. The other 
speakers, E. G. Richards, former United States 
manager of the North British and Mercantile; 
J. Henry Scattergood, head of the [riends’ 
Rehabilitation work in Europe, and the Rev. 
Norwood, rector of Saint Paul’s 
[Episcopal Church, Overbrook, delivered mes- 
sages well worth while, interesting and educa- 


Robert 


tional. 


Reelect J. S. Trump President.—So well 
did the members of the Fire Insurance Society 
of Philadelphia consider the work of J. 
Sanderson Trump, president of the society 
during 1923, that he was unanimously re- 
elected to the position for the present year. 
Joshua L. Bailey and Harold B. Smith were 
elected vice-presidents. H. P. Quinn was 
elected secretary; H. Wilbur Brown, treasurer, 
with Thomas T. Nelson, J. B. Councilman, 


Frederick L. Holman and H. FE. Ries members 


of the executive committee. For some time 
there have been rumored possible changes in 
the executive committee personnel, but the 
result of the election proved quite to the con- 
trary. 

Federation Convention in May.—l'rom the 
office of the Insurance Federation, here, comes 
the announcement that the eleventh annual 
business building convention of the Federation 
will be held in Pittsburgh May 20 and 21, 
1924, the William Penn Hotel being selected as 
the site of all business sessions, committee 
meetings, advisory board council and the an- 
nual banquet as well. Speakers of nation- 
wide prominence will address the meetings and 
a number of innovations will be given. One 
will be a practical demonstration of lightning 
rods; another will be a real collision of auto- 
mobiles. 

Middle Department Election.—Pennsy] 
vania agents always look forward with great 
interest to the election of officers and members 
of the executive committee of the Under- 
writers Association of the Middle Department. 
The annual meeting of this association was held 
January 16. Wm. B. Young of the Fire Asso- 
ciation was elected president; William B. 
Hammond, American Central, vice-president : 
Louis Wiederhold, Jr., secretary. 


CHICAGO AND THE WEST 
General Agency Appointment.—Affeld, 
Tonk and Co. have been appointed Chicago 
general agents for the United Firemens of 
Philadelphia. 








to a client 





You never have to explain 


chose the Fireman’s Fund. 
Nothing will ever occur to 
demand an explanation. 


WHY you 
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The Agent Must Be a Trained Expert 


Third Paper 


The Equitable Life Assurance Society of the United States 
has always claimed that the life insurance agent must have a 
technical education, to insure his success in the difficult but 
interesting task of persuading those about him to protect their 
families and safeguard their business interests. Consequently, it 
does everything in its power to fit its agents for this work. 


Its agency managers are charged with the responsibility of train- 
ing the soliciting agents over whom they have supervision. 


To aid these managers in this work The Equitable issues text- 
books and other valuable helps. 


Every new agent is given the privilege of taking a comprehensive 
Correspondence Course. 


Two skilled teachers conduct schools of instruction. One 
throughout the United States at central points. The other at 
the Equitable’s home office. 


Inexperienced solicitors are guided and assisted by experienced 
insurance salesmen. 


A little newspaper, giving valuable advice and good selling points, 
is issued from week to week. 


Illustrated booklets, leaflets, and other canvassing documents are 
furnished to aid agents in interesting their clients in life 
insurance. 


Electrotypes of striking illustrated advertising forms are given 
to those agents who wish to use them in their local papers. 

Thus Equitable agents secure without charge training and 
experience, with the result that the Society is able to interest 
men whose experience in other lines of business has given them 
efficiency. Such men succeed better with the Equitable than 
those who are already familiar with the insurance business, be- 
cause they have nothing to unlearn, and can profit by the in- 
struction and assistance which the Society gives to those who, 
although unfamiliar with insurance salesmanship, are 1n earnest, 
and wish to enter a field in which they can build up a liberal 
income and at the same time render services of the greatest 
value to the public. 


THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


120 BROADWAY, NEW YORK 
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“Gneutanee Declsion& 


“Sere By Joseph @. Seller of the New York Bar 


HEALTH 

A misstatement of facts in an application 
for health insurance, concerning the condi- 
tion of applicant’s health if made in good 
faith by applicant and not material to the 
risk, will not avoid the policy. 

The burden of proof is on the insurer to 
establish falsity, lack of good faith and 
materiality in representations made by the 
insured. Where the facts stated by applicant 
are disregarded by insurer’s authorized 
agent, as not material, insurer can not rely 
upon such facts to defeat recovery. 

Objection to notice of insured’s illness 
given by him after time specified in the 
policy, was waived, where after receipt of 
such notice a renewal premium was accepted 
and policy was renewed. 

Plaintiff made the following statements in 
his application for insurance: 

“Tam in whole and sound and healthy con- 
dition mentally and physically.” 

“T have not had during the past seven years, 
nor have I now, any bodily or mental infirmity, 
defect or sickness.” 

“T have not during the past seven years been 
disabled nor received medical or surgical at- 
tention or advice.” 

“No application ever made by me for acci- 
dent, sickness, or life insurance has been de- 
clined.” 

Plaintiff's application also contained the fol- 
lowing: 

“T hereby apply for a policy to be based upon 
the following representation of facts. I un- 
derstand and agree that the right to recovery 
under any policy which may be issued upon 
the basis of this application shall be barred in 
the event that any one of the following state- 
ments, material either to the acceptance 
of the risk or to the hazard assumed by the 
company is false, or in the event that any one 
of the following statements is false and made 
with intent to deceive.” 

The insurance was against disability from 
sickness, and provided for weekly paymerts 
of $50.00 for a period of not more than one 
year. There was also a clause providing for 
payment of hospital and medical 
While policy was in force, plaintiff claimed to 
have contracted pulmonary tuberculosis, and 
that he was continually and wholly disabled 
since October 14, 1920. On trial of this action 
plaintiff obtained a judgment for $32.50, from 
which the insurer appealed. 

There is evidence in the record that plaintiff 
was in good health at time of issuance of 
policy; that he had formerly had bronchitis, 
and had expectorated blood on account of a 
throat condition which had been cured. That 
in answer to questions from insurer’s agent, 
Plaintiff stated that he had previously been 
treated by several doctors for bronchitis, but 
that the agent advised him against mentioning 
this fact, because the insurance company did 
hot consider bronchitis a serious illness. Ac- 
cordingly, the agent wrote opposite the printed 


expenses. 


statements above quoted the words “no ex- 
ceptions.” 

The defendant's agent testified, 
that when application for policy was made by 
the insured, no reference was made to his 
having been treated for bronchitis. The evi- 
dence was therefore conflicting. 

Therefore, the questions of 
riality and good faith of plaintiff's statements 
are to be determined by the jury. And when 
facts are stated to the agent, and these facts 
are omitted from the application because cf 
the agent’s decision that they are not mate- 
rial, the company is estopped to rely upon these 
facts to oppose recovery. 

The defendant requested the court to in- 
struct the jury that “bronchitis with spitting 
of blood” was material to the risk, notwith- 
standing the fact that the bronchitis was not 
serious and had been reported to plaintiff's 
agent. The trial court refused this request 
and permitted the jury to decide its materiaiity 
The refusal of this request was held proper on 


however, 


falsity, miate- 


appeal. 

Plaintiff also testified on trial that twelve 
or fifteen years prior to this time he had made 
an application for life insurance, but could 
not remember whether he had been examined 
and did not afterwards see the agent who 
solicited the insurance. 

Held that a misstatement of fact in an ap- 
plication for insurance of the kind here con- 
sidered, if made in good faith by the applicant, 
and if not material to the policy, does not 
afford a valid ground of defense to an action 
in the policy. 

The notice of plaintiff's illness was given 
about two months after the beginning of plain- 
tiff’s illness, although the policy called for such 
a notice within ten days after commencement 
of disability. However, 
newal premium payment was accepted from the 
plaintiff and the policy was renewed for an- 
other year. Still later the defendant wrote 
the plaintiff enclosing the premiums paid and 
declared the policy void and rescinded, be- 
No objection 


subsequently a _ re- 


cause oi false representations. 
was made at that time or at any earlier time 
because of any delay in the notice which had 
been received. Therefore, there was sufficient 
evidence to go to the jury to show that the 
delay in giving notice had been waived by the 
insurer. 

On cross-examination of a physician on the 
question of plaintiff's health at time of issuance 
of policy, the court refused to permit questions, 
as to whether his opinion would be affected, if 
he were told that other physicians who had 
not testified had reached certain conclusions as 
a result of their examination. 

The physician, however, was testifying as 
to his own examination and diagnosis of plain- 
tifi’s condition prior and subsequent to the 
period in question. No error was committed 
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by the court in refusing to require the witness 
to adopt conclusions attributed to other wit- 
nesses. Jupdgment affirmed. Great Easiern 
Casualty Co. vs. Schwarts (Court of Appeals 
of Maryland), 122 Atl. Rep. 647. 


AUTOMOBILE 

Statement that automobile was fully paid 
for is not false, although part payment was 
made by note. 

It was error for the court to charge that 
the jury might draw unfavorable inferences 
from the failure of defendant to call the seller 
of the automobile as a witness, where col- 
lusion between the plaintiff and seller was 
charged. It was also error to refuse to charge 
that the jury could find on the entire facts that 
the bill of sale was merely colorable and not 
intended to pass title. 

On April 8, 1921, plaintiff claimed to have 
purchased a second-hand Marmon car for 
$3200, paying $300 cash and giving a note for 
$2900. On May 17, 1921, the car was de- 
stroyed by fire while being driven late at 
nignt. Plaintiff claims recovery upon an in- 
surance policy issued by defendant upon April 
14th, and upon which the premium of $52.50 
was paid May 12th. 

On June 11, 1921, while the loss was in 
process of being adjusted, plaintiff wrote a 
letter to attorney for the defendant asking him 
to send check in payment of the loss to the 
seller of the car, rather than to plaintiff. 

The affirmative defenses set up by the de- 
fendant were (1) that the seller of the car 
was the owner and not plaintiff; (2) that 
plaintiff caused the destruction of the car by 
fire; (3) that plaintiff was not the sole owner ; 
(4) that plaintiff misrepresented the facts in 
stating that the car was fully paid for. 

The policy read in part as follows: 

“The automobile described is fully paid for 
by the assured, and is not mortgaged or other- 
wise encumbered except as follows: no ex- 
ceptions.” The court held that if there is any 
ambiguity the language must be interpreted 
against the company which prepared the pol- 
icy. The word “pay” means to satisfy by 
cash as well as cash. 

The representation, therefore, may be true 
for cash, and a promisory note for $2900 
satisfied the seller, and may amount to pay- 


other means than 


ment. 

The court instructed the jury that as the 
defendant had failed to call the seller of the 
automobile, who was in court during the entire 
trial, the jury had the right to accept the testi- 
mony of the plaintiff before them, which might 
have been but was not contradicted. 

The defendant contended that it was not re- 
quired to call the seller, as he was charged in 
the answer with having a corrupt understand- 
ing with the plaintiff by which he was to bene- 
fit from the destruction of the car, and that 
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HARRY C. LANDWEHR 
CERTIFI: D PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 
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PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 
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JAMES H. WASHBURN, F.A.1.A. 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Intermediate, 
Group, Industrial and Special Classes, 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
165 BROADWAY NEW YORK CITY 























Prominent Agents and Brokers 











LEON IRWIN & CO., Inc., New Orleans, La. 


REPRESENTING 
American Eagle Auto- National Union New Amsterdam 


mobile-Hartford National Hartford _ Casualty Co. 
American Equitable U.S Fire Indemnity Company 
Fidelity-Phenix Stuyvesant of America 


Automobile Insurance 
BROKERS’ LINES SOLICITED 


Insurance Co. 
State Pa. 


FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


Hume Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, lowa. 





GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 

















New York 











JULIAN C. HARVEY, F.A.I.A. 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING’ 8ST. LOUIS, MO. 


i 


25 FRANKFORT ST. NEW YORK ‘ 
T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bidg., OKLAHOMA CITY, OKLA, 




















Actuarial 


JNO. A. COPELAND 


Consulting Actuary 
JAS. R. COTHRAN 
Associate Actuary 


322 HURT BLDG. ATLANTA, GA. 


F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Acceuntante 
THEZBOURSE PHILADELPHI, 




















FACKLER AND FACKLER 


DAVID PARKS PACKLER, F. A. 8. 
EDWARD B. FACKLER, F. A. 8. 
WILLIAM BREIBY, F. A. S. 
CONSULTING ACTUARIES 

50 BROAD STREET NEW YORK 





A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bidg., WACO, TEXAS 


ABB LANDIS 


Consulting Actuary and Counsellor 


CLARENCE L. ALFORD 


Associate Actuary 


WASHINGTON, D.C. NASHVILLE, TENNESSEE 
10 Jackson Place, N.W. Independent Life Building 




















MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


National Association Bldg., 36 W. 44th St. 
NEW YORK 








Joseph H. Woodward : Richard Fondiller 
Harwood E. Ryan 


WOODWARD, FONDILLER and RYAN 
CONSULTING ACTUARIES 


Examinations and Audits in 
all Branches of Insurance. 


43 Cedar Street, New York 








FREDERIC S. WITHINGTON, F. A. 1. A. 
CONSULTING ACTUARY 


Insurance Exchange Bldg., Suite 948-949 
DES MOINES, IOWA 


SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 














A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, Inc. 
“Life Insurance Service” 


10 So. La Saile St. Chicago, Ill. 
‘20 Years’ Experience Bucks Our Service” 








L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 














DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 








W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 


75 FULTON ST. 25 FRANKFORT ST. 
NEW YORK 





ee 








Consulting Engineers 











FREDERICK A. WALDRON 
CONSULTING ENGINEER 
Designer of 


HOME OFFICE BUILDINGS 


Full Architectural and Engineering 
Services Available 





37 WALL ST. Tel. HANOVER 6718 NEW YORK CITY. 


—— 
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Miscellaneous Insurance 








Statisticians 











—— 

i 
Annual statements, writings, can- 
cellation and reinsurance schedules, 
special calls and all work requir- 
ing the use of tabulating machines. 


Also overload work. Expert comp- 
tometer operators on short notice. 


FENWAY COMPANY, INC. 


Whitehall 20 Vesey Street 
7796 New York 




















Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. 
Phone: JOHN 1090 
50 John St. New York City 











he was the true owner of the car. Held that 
this was sufficient to excuse defendant’s fail- 
ure to produce the witness. 

The obligation to escape the inference that 
the seller’s testimony would not corroborate 
the plaintiff was upon the plaintiff. The plain- 
tiffs case was extremely weak; for in his ex- 
amination prior to trial, he had testified that 
he nad paid $3200 cash for the car, when on 
trial he admitted that this testimony was not 
true. It should be left for the jury to deter- 
mine whether the plaintiff needed corrobora- 
tion more than the defendant needed denial of 
material facts, and to hold the inference well 
drawn as to the party who stood in greater 
“When 


a witness might reasonably be supposed to he 


need of the testimony of the witness. 


affected by some interest or feeling adverse to 
a party he should not reasonably be expected 
to call him nor have any unfavorable inference 
drawn against him because he failed to call 
him.” 

The court also erred in refusing to chargé 
defendant’s request “that the jury may find 
upon the entire facts that that bill of sale was 
colorable merely and was not intended to trans 
fer the title.” 

There was sufficient evidence before the jury 
upon which to have found that fact. Judgment 
reversed and new trial granted. Henry Voll- 
mer vs. The Automobile Fire Insurance Com- 
pany of Hartford, Conn. (N. Y.. Third Dept.. 
App. Div.), 207 A. D. 67. 

Stanley F, Withe, assistant publicity director of 
the ‘Etna Life and affiliated companies, has been ap- 
pointed chairman of a committee of the Insurance 


Advertising Clubs to arrange for an exhibit at the 
Lendon meeting next summer. 





PERSONAL ITEMS 





Luther E. Allen, general agent of the North- 
western Mutual Life, was host at a dinner 
tendered about seventy-five company repre- 
sentatives here last Friday night, with M. J. 
Cleary, a vice-president in the company, as the 
principal speaker. Dr. M. L. Brittain, president 
of Georgia Tech, was another speaker. 

Harry I. Davis, State agent for the Massa- 
chusetts Mutual, was presented with a hand- 
some gold watch at a dinner given last week 
in celebration of Mr. Davis’s tenth anniversary 
in the managership. Joseph C. Behan, super- 
intendent of agencies, and Rayburn C. Benton, 
assistant superintendent of agencies, were guests 
at the dinner. 

William Montgomery, president of the Acacia 
Mutual Life Association, Washington, D. C., 
was agreeably surprised when, on his birthday, 
December 26, he was presented with a shower 
of applications amounting to $1,430,500. This 
business was all written during the ten days 
previous, usually considered an impossible period 
so far as the sale of life insurance is concerned. 
Mr. Montgomery was particularly pleased at 
this demonstration of the ability of his field 
force. 

E. A. Stephens, an agent of the Atlantic Life 
at Richmond, Va., was married to Miss Anne 
Lee, Irvington, Va., last Saturday. 

E. L. Balz, for twenty-two years secretary 
of the Modern Brotherhood of America, promi- 
nent in civic activities in Mason City for many 
years, has accepted a position with the Na- 
tional Life Association at Des Moines, as 
director of the Iowa agency. 

January 17 was the eighty-fifth anniversary 
of the birth of F. M. Hubbell, founder of the 
Iquitable Life of Iowa in 1868 and who holds 
policy Number 1. Among Mr. Hubbell’s call- 
ers on his birthday was H. S. Nollen, president 
of the Equitable, who extended greetings. Mr. 
Hubbell is chairman of the board of directors 
of the institution and Mr. Nollen assured him 
that he is the oldest life insurance official in 
the United States as well as the founder and 
first policyholder of the oldest life insurance 
cempany in Iowa. 

Oliver O. Laughlin, Indianapolis, auditor of 
the John Hancock Mutual Life Insurance Com- 
pany and a former banker, has been named a 
member of the board of directors of the new 
Meridian street State Bank, Indianapolis. The 
bank has just completed a new building and 
opened for business. 

H. C. Hogman, Columbus, Ind., district man- 
ager of the Public Savings Insurance Company, 
had a very narrow escape from serious injury 
recently when a car he was driving was struck 
and slightly damaged by a Pennsylvania train. 

‘he accident occurred at the crossing on 
lourth street near Franklin, Ind., as Mr. Hog- 
man was on his way home. 

Darwin P. Kingsley, president of the New 
York Life, is a man of varied talents and in- 
terests in addition to being the head of one of 
the greatest companies in the business. An evi- 
dence of this is the fact that he has just been 
made a member of the board of governors of 
Rockwood Hall, a new club organization which 
has purchased the 400-acre estate of the late 
William Rockefeller at Tarrytown, New York 
Rockwood Hail is a project which has just 
been launched and which, it is claimed, will 
be the most exclusive club of its kind in the 
United States. Other members of the board 
of governors include such men as Frank A. 
Munsey, Charles Dana Gibson, Vincent Astor, 
T. Coleman du Pont, A. J. Drexel Biddle, Jr.. 


and LeRoy W. Baldwin 
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RARE OLD BOOKS AVAILABLE FOR 
LIBRARIES 


Insurance Men and Companies Can 
Secure Sets of Important Annual 
Publications 


As a result of checking up recently various publi- 
cations on hand for sale, The Spectator Company is 
now able to announce that it has sets of annual pub- 
lications named below, either complete or nearly so. 
Insurance companies and individuals desiring to per- 
fect libraries or those who wish to establish insurance 
libraries would do well to avail of this opportunity to 
secure sets of the valuable reference publications de- 
scribed below: 


Tue InsurRANCE YEAR Book 


A set of the Insurance Year Book, comprising the 
editions from 1877 to 1923, inclusive, except the vol- 
umes for 1878 and 1883, and embracing seventy-nine 
volumes in all, may be purchased for $800. In the 
years 1877 to 1890, inclusive, all classes of insurance 
were embraced in one volume; from 1891 to 1922, in- 
clusive, there were two volumes for each year, and 
in 1923 the Year Book was printed in three volumes, 
one devoted to life insurance, one to fire and marine 
insurance and one to casualty, surety and miscellane- 
ous insurance. We also have in stock a less com- 
plete set of the Year Books, and also some surplus 
volumes for odd years, 


Tue Hanpy GuipE To Premium Rates, APPLICATIONS 
AND PoLiciEs OF AMERICAN Lire CoMPANIES 


A complete set of the annual issues of the Handy 
Guide from 1891 to 1923, inclusive—thirty-three 
volumes in all—may be obtained for $150. There 
is also in stock another not quite complete set and 
some surplus volumes for various years, 


CoMPENDIUM OF OFFicIAL LIFE INSURANCE REPORTS 


A set of the Compendium, including volumes from 
1893 to 1923, inclusive, except those for the years 
1900, 1902 and 1920, embracing twenty-eight volumes, 
may be purchased for $135. There are also on hand 
some odd volumes for various years. 


THe Hanpy CuwHart or Casuatty, SURETY AND 
MISCELLANEOUS INSURANCE COMPANIES 


A set embracing issues of the Handy Chart for the 
years 1894 to 1923, inclusive, except for 1901 and 
1904, may be obtained at $30; and there are also some 
surplus copies on hand for various years. 


Tue Frre Insurance Pocket INDEX 


Copies of the Fire Insurance Pocket Index for 
the years 1880 to 1923, inclusive, except for the fol- 
lowing years: 1883, 1884, 1885, 1886, 1895, 1897, 
1900, 1902, 1904, 1908, 1910, 1911, 1912, 1915 and 
1919, may be secured, and there are also some sur- 
plus single copies for various back years. 


Tue Pocket RecistER oF ACCIDENT INSURANCE 


Issues for the years 1891 to 1923, inclusive, ex- 
cept for the years 1903, 1904, 1905 and 1908, are ob- 
tainable at $32; and there are also available odd copies 
for various years. 


Tue Pocket ReGIster oF Lire AssocraTIONS 


A set of the above-named charts from 1886 to 1923, 
inclusive, except for the years 1892, 1893, 1895, 1896, 
1897, 1898, 1899 and 1900, can be procured, and also 
single copies for various years during the period 
named. 


Tue Lire INSURANCE POLICYHOLDERS’ POCKET 
INDEX 

A set of the above-named publication for the years 
1883 to 1923, inclusive, except for 1886, 1895, 1900 
to 1908, inclusive, 1910 and 1919, may be purchased 
at $50, as well as single copies for some of the years 
embraced in the period. 

Sets of other important insurance works can be 
supplied on application. 


Vest Pocket Lire AGENTS’ BRIEF 
Of the above publication, complete sets for the 
vears 1910 to 1923, inclusive, may be purchased vat 
$25 per set, and there are also surplus single copies 
for some of the years named. 
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INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY 
Policies 
from $1,000.00 to $50,000.00, 
with premiums payable annually, semi-annually 
or quarterly, 


an 

ater INDUSTRIAL Policies from $12.50 to $1,000.00, 
saraiiatametaoaiarteenta with premiums payable weekly. 
Roe eee CONDITION ON DECEMBER 31, 1922. 
\ , we eeeeee oS 32,633,933 .05 
Liabilities... 28,512,821 .50 
Capital and Surplus 4,121,111 .55 
Insurance in Force 230,322,163 .00 
Payments to Policyholders 2,331,155 .50 
Total Payments to Policyholders since Organ- 

ization . $30,051,860 .92 


JOHN G. WALKER, President. 














1923 Supplement 


Insurance se New York 


At its 1923 session, the Legislature of New York enacted 29 
laws, affecting 59 sections, the changes in 1923 being about four 
times as many as usual. Owing to this situation, the compiler 
of the Insurance Law of New York, Amasa J. Parker, Jr., 
decided to publish a supplement to the last complete edition. 
This 1923 Supplement has been issued and contains 98 pages. 


The 1923 Supplement embraces reprints of sections amended, 
new matter being printed in italics and matter omitted being 
shown in brackets. 

There are also copious notes after each section, showing the 
purpose of the amendments. 


Price, in cloth binding, $2.50 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
NEW YORK 


INSURANCE EXCHANGE 











Union Central Building 


Desirable Territory Open for 
Ten Thousand Leads in One Month General Agencies in Arkansas, 


“It is the cooperation which I have had from the Union 


Central and its Officers that binds and ties me to the Minnescta and Western Kansas 


Company.” 


This is only one of the many expressions of ap- 
preciation from our Agents—10,000 leads in one month 


were furnished from one circular alone—Such ‘‘“Team- Central States Life 
work”’ insures success to Union Central Agents. 

Insurance Co. 
St, Louis, Mo. 


For Agency relations write the Home Office 


The Union Central Life Insurance Co. 
Cincinnati, Ohio. . 




















